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; Wisdom of Increasing Brokerages and 
; Commigsions’ Submitted to 
yp compantee. 
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q ASSOCIATION’S ANNUAL MEETING. 


' Joseph McCord Elected President— 


Status of Merges Agency Excites 


Wide Interest. 


Because of the limited attendance of 
' members at the annual meeting of the 
» Suburban Fire Insurance Exchange held 
4 fn this city on Tuesday, no action was 


> taken upon the proposal that broker- 
' ages be increased to 15 per cent., and a 


© five per cent. contingent be granted 


' Jocal agents. Instead companies will be 
» asked to vote upon the question through 
» the mail, that being the only way appar- 
“ently by which an expression of views 
' ean be had from the ninety per cent. 
membership required under the consti- 
' tution before present practice can be 
altered. 
: The status of the Merges agency 
' again excited animated discussion, and 
may form the subject for a _ special 
' meeting of the Exchange to be held later. 


3 r. Merges maintains that as manager 
' for three companies he is a member | 


' of the association and amenable to all 








office. 





THE HOME 
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NEW YORK 


ELBRIDGE G. SNOW, President 


An agent who delivers the best indemnity in the 
market, at the same price as other kinds not so 
sure in event of calamity, is in a position to 
attract, retain, and increase the business of his 


THINK IT OVER. 























NATIONAL OFFICERS 
IN MEETING HERE 


| Executive Committee of National Asgo- 
ciation of Life Underwriters Discuss 
Important Matters. 


| 


SET CONVENTION FOR SEPT. 15-17. 


Publicity Plans Changed to Permit Use 
of Funds Locally—H. W. Spence 
Elected Treasurer. 


The Executive Committee of the Na- 
tional Assciation of Life Underwriters 
held its mid-year meeting at the Hotel 
Astor, New York, Tuesday There was 
}an attendance of nearly fifty members 
of the Executive Committee with seven 
ex-presidents among the number. Sev- 
|}eral important matters came up for 
| consideration, the educational and pub- 
, licity plan being one of the leading sub- 
| jects. Hugh M. Willet, of Atlanta as 
chairman of the Executive Committee 
| presided. Charles W. Orr of Fort 
Wayne, Ind. was made secretary pro 
tem in the absence of Frank D. Buser, 
|of Philadelphia, who was prevented 
| from attending by illness. President EB. 
J. Clark, told of the excellent progress 
that has been made since the Atlantic 
City convention. The growth of the 
association has been numerically 
greater than in any similar period in 


eee 


' of its requirements, but that the firm ' 
» of F. Merges and Company is not 4 N h B e4e h Entered United States its history, amounting to 40 per cent. 
bound. This fine distinction not being | ort ritis 1866 increase, making the membership over 


al 


_ appreciated by members of the Ex-| 


' change generally, a committee from the 
' body will wait upon several of the com- 
» panies represented by Mr. Merges and 

endeavor to clarify the present decided- 

' ly muddled situation. 

; Election of Officers. 

In succession to L. F. Goule, whose 
term of office expired, Joseph McCord 

' was elected president of the Exchange; 
other officers chosen were: Daniel F. 

Prentice, vice-president; A. M. Thor- 
burn, treasurer; Henry Hess, secretary 

' and manager. 

4 President McCord, the former vice- 
president of the Exchange, has for years 
been an active figure in Suburban Ex- 

_ change affairs, and was one of the or- 

' @anizers of the present association. 


STATE DOCUMENTS BURNED. 

Many records of the State of Penn- 
_ Sylvania were destroyed in a fire in the 
plant of the Aughinbaugh Press, Harris- 
| burg, a few days ago. The plant is a 





| total wreck, with a loss of $100,000. The 


State is insured for $30,000 on its docu- 
ments in the burned building. 


SUBURBAN APPOINTMENT. 


W. #F. Penney has been appointed 
' general agent for the suburban depart- 
-Ments of the Commercia 1Union, Union 
of London, Palatine and Hand-in-Hand 
Underwriters, effective May 1. 
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5,000. He cited the income tax amend- 
ment as one of the big achievements 
of the association. President Clark 
spoke in high praise of the excellent 
| work being done by his associate offi- 
}cers and especially mentioned First 
| Vice-President Edward A. Woods, of 
Pittsburgh. 


Modify Publicity Plans. 


Discussion of the plans of the Com- 
mittee on Conservation and Education 
of which W. M. Horner, of Minneapolis 
is chairman, resulted in the adoption 
of a modified plan, which it was felt 
would insure the success of the under- 
taking and meet all objections that 
had been made. All members of the 
executive committee endorsed the 
change, the main purpose of which is to 
provide for a larger local application 
of the publicity work.’ Of the funds 
raised by the local associations, 75 per 
cent. is to be retained by the local and 
|25 per cent. used by the Committee on 
| Conservation and Educational. Material 
|such as human interest stories, will be 
prepared and sent to all associations by 
the committee. 

The dates selected for the annual 
convention were September 15, 16 and 
17. There will be a meeting of the ex- 
ecutive committee and the executive 
council on the fourteenth, preceeding 
the opening of the convention. M. W. 
Mack, of Cincinnati, told of the plans 
being made by the Cincinnati Associa- 
tion for the meeting. There will 
be no afternoon entertainment features. 


H. Wilbert Spence, of Detroit, was 
elected treasurer to fill out the term 
of Hervey S. Dale, of Chicago, who died 
April 17. The prise essay topic select- 
ed was: “Woman’s Interest and Inflv- 
ence In Life Insurance.” Among com- 

(Continued on page 2.) 
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DISCUSSES TAXATION {SSUE 


WOODS TALKS TO NEW YORK MEN 








Discusses Responsibility of Agent to 
Insured at April Meeting of New 
York Association. 





Edward A. Woods of Pittsburgh, vice- 
president of the National Association 
of Life Underwriters, was the speaker 
at the April meeting of the New York 
Association held at the Hotel Astor 
last evening. Mr. Woods discussed 
the relationship and responsibility of 
the life insurance agent to the insured, 
whether the insured be of his own or 
a rival company. Mr. Woods also dis- 
cussed the service the life underwrit- 
ers association renders the insuring 
public in regard to taxation and also 
the question of the taxation of re 
newals under the Federal income tax. 

There was no dinner in connection 
with the meeting, but tables were re- 
served in Indian Grill and many of 
those who attended the meeting dined 
together. The following new members 
were elected: Bruce W. Duffin, Mutual 
Life; Moses Tanenbaum, Mutual Life; 
Francis F. Simpson, New England; 
Alfred R. Hofler, Berkshire. 

Mr. Woods in his discussion of taxa- 
tion said that at least $6,000,000, and 
possibly $10,000,000 or $15,000,000 was 
saved policyholders by the amendments 
to the income tax law. For the first 
time in the history of the country, when 
the issue was squarely up, the Presi- 
dent of the United States and both 
Houses of Congress, after a considera- 
tion lasting aH summer, decided that 
life insurance was itself a self-imposed 
tax by the provident and thrifty classes 
of the community, principally to pro- 
vide for their wives and children, and 
thereby save the State from later de- 
pendency, and that it was uneconomic 
to tax a tax. Having won this victory, 
largely by the aid of insurance agents 
throughout the entire country in pre- 
senting the case of the policyholders to 
their various congressmen and senators, 
it is a good time now to bring about 
some abatement in the burden proposed 
by 48 different States. 

Mr. Woods pointed out that the bur- 
den from taxation upon American poli- 
cyholders is already great. Last year 
it was over $13,000,000. This amount 
would have bought $550,000,000 more in- 
surance; it would have added 14 per 
cent. more to the refunds or dividends 
returned to policyholders; it aggregated 
several times over all the executive 
several paid to all officers of all life 
insurance companies; it meant $63 
taken from every $1,000 paid to the 
widow; and would have reduced the 
total cost of life insurance over 2 per 
cent. Further, the burden is increas- 
ing. In 1871, 20 States levied no tax; 
now there is but one. In 1860 the tax 
was 70 cents on each $100 of premiums; 
now it is $2.26. In 1890, it was $2,000,- 
000; now over $13,000,000, and this ex- 
clusive of the recent Federal burden 
put upon insurance by the last admin- 


istration. American States tax life 
insurance just about the amount that 
the German Government contributes to- 
ward compulsory insurance. In addition 
to the money cost, the attention of all 
the principal officers of companies every 
time legislatures generally meet must 
be diverted from constructive upbuild- 
ing of insurance or from effecting nec- 
essary economies to opposing exactions 
upon the policyholders in endeavoring 
to successfully oppose such parts of the 
2,000 bills that were last year intro- 
duced to various legislatures, affecting 
life insurance, most of them imposing 
additional burdens upon it. 

Mr. Woods pointed out that the fun- 
damental purpose of life insurance 
should be understood. Life insurance is 
merely a distribution of a loss by com- 
mon contributions. No good economist 
would argue that it is a sound theory 
of taxation to tax a loss. All taxes are 
generally levied upon thrift. As a sim- 
ple illustration of what life insurance 
90 per cent. of the time is, suppose that 
upon the death of a villager kind neigh- 
bors had raised a purse and had gath- | 
ered to turn over to the poor widow | 
$1,000 to take care of herself and her | 
children. Would any government live 
five minutes that would require the| 
State tax-gatherer to enter that be- | 
reaved home and demand $63 for the | 
State out of the $1,000? Why should 
it be the policy of the State to exempt 
hospitals, philanthropies, fraternal al 
ders, assessment companies, to wd 
mutual savings banks and mutual fire| 
insurance companies and yet tax life | 
insurance companies? Why should we| 
tax the insured just at a time when we 
are compelling, by various laws in al- 
most every State, people to insure them- | 
selves or their workmen? Why should | 
the State make large appropriations to 
take care of dependents and then tax 
those who voluntarily provide for their 
own dependents? 

Mr. Woods further states that Amer- 
ica is the only country, civilized or un- 
civilized, that thus taxes life insurance. 





NATIONAL OFFICERS MEET HERE. 


(Continued from page 1. 

mittee reports heard was that of 
Charles Jerome Edwards, chairman of 
the publication committee, which was 
the subject of much favorable com- 
ment. 

The executive committee was enter- 
tained at an elaborate dinner given by 
the Metropolitan Life in the evening. 





MORRIS ACTUARY OF TRAVELERS. 
The Travelers has appointed as its 








actuary, succeeding the late H. J. Mes- | 
senger, Edward B. Morris, assistant | 
actuary since 1906 and son of John E.| 
Morris, former secretary of the Travel- | 
ers. 





BECAME CLAIM IN THREE MONTHS 

The New York Life had thirty-four | 
first year death claims last month and | 
among them was one under a monthly | 
income policy which had been in force 
but three months, calling for the pay- 
ment of $250 a month. 





New Jersey Opportunity 


A Company with a record of 
over Fifty Years of satisfactory 
dealings with Policyholders and 
Field Men has a good opening for 
the right kind of a man in New 
Jersey. ‘“‘Whirlwinds” are not de- 
sired. 

Correspondence treated confiden- 
tially. 


Address “New Jersey” 


Care of The Eastern Underwriter 
105 William Street 
New York City. 











The State Life Insurance Company 


INDIANAPOLIS 
Not The Oldest--Not The Largest--Just The Best 





ELEVEN MILLION DOLLARS 


Deposited With The State of indiana For The Sole Protection of 
Policyholders 





Good Territory and Remunerative Contracts for Men Who Can 
«Do Things ’”’ 


Address CHARLES F. COFFIN, Vice President 
1231 State Life Building 





England, from the time of William Pitt 





—the father of the income tax—back as 
far as 1798, expressly exempted life in- 
surance; and England, to this day. 
permits a man to deduct from the Eng- 
lish income tax—England’s principal 
source of revenue—one-sixth of his in- 
come, if paid for life insurance. Hol- 
land permits a deduction, up to a cer- 
tain amount, if paid for life insurance. 
President Wilson has publicly expressed 
himself as favoring a similar provision 
exempting up to $500 from the income 
tax if paid for life insurance. 

Mr. Woods cited a long list of publi- 
cists, economists and statesmen who 
uniformly, whenever the question has 
been considered, advocated the exemp- 
tion of life insurance from taxation. 





H. Yourstone, manager of the Brook- 
lyn office of the Union Central Life has 
just closed his first year in charge of 
that office with about 500 applications 
with a total insurance placed of $312,- 
000. 
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OUR RECORD 








Dec. 31,1913 


COMMENCED BUSINESS NOVEMBER 1, 1909 


INSURANCE IN FORCE 

GROSS ASSETS (paid-for basis) 
Dec. 31, 1909 $655,004.93 $992,000.00 
Dec. 31, 1910 1,057,016.02 5,352,260.00 
Dec. 31, 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 


1,500,835.10 23,650,512.00 
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PRUDENTIAL MUTUALIZATION 


FINAL ARGUMENT SET FOR MAY 8. 








Witnesses Before Commission Testify 
as to Value of Assets—Factions 
Contest Points. 





Hearings in connection with The 
Prudential mutualization, before the 
commission appointed to appraise the 
assets, were concluded last Friday 
after a number of important witnesses 
were placed on the stand by the sets 
of attorneys identified with the proceed- 
ings, counsel for the Company, the 
stockholders and the policyholders. 
Final argument will be heard May 8 


and 9. 

John K. Gore, first vice-president and 
actuary of The Prudential, was called 
by John W. Griggs, counsel for the 
policyholders, and in doing so Mr. 
Griggs explained that he wished to 
show the relative distribution of earn- 
ings to policyholders. ‘The testimony 
related to the earnings and distribution 
of surplus of three industrial compa- 
nies, the Metropolitan, The Prudential 
and John Hancock Mutual. There was 
prolonged debate as to the admission of 
this testimony. Richard V. Lindabury, 
counsel for the company, and Robert 
H. McCarter, counsel for the minority 
stockholders, objected on the ground 
that the business of other companies 
had nothing to do with an appraisal of 
the assets of The Prudential. The com- 
mission finally decided to admit the 
testimony. Vice-President Gore had 
been called to the stand four separate 
times since the sittings started. 


Wilbur S. Johnson, third vice-presi- 
dent of the company, was called upon 
by Richard V. Lindabury, counsel for 
the company, to give the tax assess- 
ments against its property in Newark. 
He also told of various appeals taken 
by the company from municipal assess- 
ments which resulted in these assess- 
ments being reduced. 

Henry Moir, actuary of the Home 
Life, was one of the last witnesses 
called for the stockholders. He testi- 
fied as to the earnings of The Prudential 
on its non-participating business since 
1907. He gave the normal earnings ca- 
pacity of the company on such business 
as $3,000,000 a year. He explained that 
he had gained a knowledge of The Pru- 
dential’s business through a survey he 
had made as an expert. 

Under cross-examination by Mr. Lind- 
abury, the witness said there were 
several States which had taken steps 
toward establishing industrial insur- 
ance. He said that in several foreign 
countries there had long been govern- 
ment insurance. In Italy, particularly, 
he declared, there was a system of gov- 
ernment insurance, and commercial 
companies were not permitted to do 
business there. 


Mr. Moir admitted this tendency of 


the governments had a bad effect on 
the business of commercial companies. 
He also admitted that all attacks on in- 
surance companies and the insurance 
business had a similar effect. These 
attacks were not being made as fre- 
quently as they were in years past, he 
added. 

Henry McAlIpin, an inspector of insur- 
ance companies attached to the State 
department of banking and insurance, 
went into detail as to the value of each 
building in The Prudential group in this 
city. 

Mr. McAlpin valued the main build- 
ing, 761-769 Broad street, at $3,404,674; 
the building at 28 Bank street at $2,- 
206,902; the north building and the 
north building addition at $8,101,462; 
west building at $815,098; northwest 
building at $910,711, and other holdings 
in the immediate vicinity of the main 
group, but not occupied by the company, 
at $4,199,275. The total was placed at 
$19,638,122. The company carried its 
holdings on its books at $18,156,174.02. 

S. H. Wolfe, consulting actuary of 
New York was called and questioned 
concerning the effects of experimental 
insurance plans such as the Massachu- 
setts savings bank method and Wiscon- 
sin State insurance. 





SECOND YEAR LAPSE IMPROVES. 





Pacific Mutual Life Reports Better Re- 
sults From Experience—Care in 
Writing Responsible. 





The Pacific Mutual Life reports that 
its experience on second year lapses 
has improved considerably and the 
Company attributes the better condition 
to the greater care of agents in writing 
the business. 

“It is rather early to ascertain what 
our second year lapse on business writ- 
ten in 1912 will be,” says the Company 
in “Pacific Mutual News.” “but the in- 
dications are, however, that the record 
will show an even more favorable rate 
of improvement than has been the case 
in the vast, desnite the unusual money 
conditions which obtained, particularly 
in the latter half of 1913. 

“We attribute this improvement very 
largely to the manner in which business 
is originally written, as we have so 
often pointed out. and we believe that, 
but for the unusual conditions men- 
tioned, the improvement would be even 
better. While the amount of waste ifs 
still too large in many agencies. as 
evidenced by what others have been 
able to do, we need not let this nrevent 
our taking due credit. at this time, for 
the good work done in the past. 

“While we are tempted to reneat our 
sermon on first year aualitv again and 
again. we are going to restrain our- 
selves this time with the abhove brief 
comment and confine ourselves to ex- 
tending the field renresentatives in gen- 
eral our congratulations and thanks for 
the continued imnrovement in this fm- 
portant nhese of the business.” 


AGENTS WANT CLAIMS LISTS 


OBJECTIONS TO ALTERING THEM. 








Proposal to Protect Beneficiaries 
Publishing Payments Starts Pro- 
tests—Mutual Life’s Stand. 





The majority of field men seem to 
fe strongly opposed to making any 
change in the present method of 
utilizing the payments made by the 
companies to get new business. As 
pointed out in The Eastern Underwriter 
last week, the practice of publishing 
and circulating printed lists of the 
names and addresses of policyholders 
in connection with which  pay- 
jments have been made, has resulted 
in placing all kinds of schemers, mail 
order fakers and investment sharks, in 
touch with beneficiaries receiving these 
payments. 

One of the big eastern companies 
has requested its leading general 
agents to give their opinion of the ef- 
fect of making some change in the 
manner of getting up the claims lists so 
that they might be used by the field 
men as profitably as at present and 
still protect the persons to whom they 
make payments from the danger of 
being imposed upon. The replies that 
have been received to date indicate 
that the great majority of agents are 
strongly opposed to any change in the 
lists. Many of them admit that the 
lists are a source of easy money for a 
certain class of fakirs, but consider 
them so valuable that any change 
would be a distinct loss. A prominent 
eastern agency manager said that he 
had long recognized that the claims 
lists were misused and that something 
should be done to prevent the abuse. 
Many others were of the same opinion 
but would not venture to endorse the 
elimination of the name of the town 
or to the use of initials instead of the 
full name of the policyholder. 

George T. Dexter, vice-president and 
agency superintendent of the Mutual 
Life, in discussing the matter said 
that no instance of an abuse of the 
lists published by the Company had 
ever been brought to his attention. 
About five years ago a few protests 
were received against the publication 
of the names of policyholders who had 
matured endowments and from that 
time the payments on account of en- 
dowments have not been given in the 
lists. Vice-President Dexter said that 
if the Company had any evidence that 
the lists were exposing beneficiaries to 
the operation of schemers, it would 
take steps to prevent this abuse. He 
agreed with the field men’s view that 
the payments were a valuable adver- 
tisement, but thought that they would 
be just as valuable if the town were 
eliminated and he said that the Mutual 
Life would be willing to do that. 

One general agent in charge of an 
important eastern State said: 


“I am very much opposed to any 
change and so are the agents. The 
monthly claim statement is the one 
touch of human interest which brings 
home to prospective insurers that 
death is no respecter of persons. 

“Regarding the claim that unscrupu- 
lous promoters are using these lists to 
induce people to make poor investments, 
I would say that there are hundreds of 
methods of getting the names of people 
who have money, which promoters use, 
and this is only one and I think a 
rather relatively unimportant one. The 
fact that money is sometimes poorly 
invested is an argument for life insur- 
ance.” 

Another State manager gave his view 
as follows: 

“In my opinion any change in the 
lists would destroy their usefulness, 
Having closely observed all conditions 
in my field, I would state that I do 
not believe that the death claim 
pamphlets have been used to any ex- 
tent by stock promoters, for it is our 
practice to supply one to each agent, 
which he invariably keeps for his own 
use, using it in his daily canvass by 
showing the record to prospective ap- 
Plicants. Under that plan I do not see 
how it is possible for the pamphlets 
to fall into the hands of stock pro- 
moters, or any class of salesman who 
would use it to the detriment of bene 
ficiaries.” 





JUDGE HASBROUCK WILL SPEAK. 





To Address April Meeting of Capital 
District Association—Winsiow Rus- 
sell Also Present. 





The Capital District Life Underwrit- 
ers Association will have a special din- 
ner as a feature of its April meeting, 
which will be held at the Hotel Hamp- 
ton, Albany, on Monday evening, April 


27. The new State Superintendent of 
Insurance, Judge Frank Hasbrouck, 
will be a guest and speaker. Winslow 


Russell, agency manager of the Phoenix 
Mutual Life will also be present and 
speak. 

With these strong speakers, it is ex- 
pected that the April meeting of the 
Association will be the most important 
held this season, and a much larger 
attendance than usual is expected. 





QUICK ACTION ON APPLICATIONS. 


Of the total number of applications 
that came before the medical division 
of the Fidelity Mutual for consideration 
in March, 67.5 per cent. were approved, 
5.8 per cent. rejected, and 26.7 per cent. 
sent to the suspense file awaiting com- 
pletion of necessary information. Every 
case was acted upon on the day re- 
ceived, 

Of the applications approved and sent 
to policy division, 71.3 per cent. were 
issued and mailed on the day received, 
and 28.7 per cert. were issued and 
mailed on the day following date of re- 
ceipt. 
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How To Write Farmers 


By E. A. Grotenfend, M. D., General Agent Northwestern National Life 
Insurance Co. of Minneapolis. 















I have for several years made the 
writing of life insurance among the 
farmers my specialty and will try and 
give here the benefit of what has taken 
me several years of hard work and 
considerable expense to discover. I 
have divided the process of writing life 
insurance among farmers into four dif- 
ferent steps; 1st, the preparation of the 
field; 2nd, the approach and introduc- 
tion to the prospect; 3rd, the presenta- 
tion of your proposition; 4th, the get- 
ting of the signatur- on the dotted line 
ard receiving the settleent. 

First—the preparation of the field. If 
your territory is already organizea, if 
your local agent has already been 
selected for you, then this part would 
become very easy, but we will take it 
for granted that you are coming to a 
town as a total stranger. The first 
thing to do would be to find a man who 
is well and favorably known to the 
farmers. If you can get the banker to 
go with you so much the better; if not, 
go to the local physician, tell him that 
you are going to spend some time in 
his community and will make him some 
money if he can find you the right sort 
of a man to introduce you to the 
farmers. Great care should be exer- 
cised in the selection of this man, as 
this is the most important part of it 
all. The farmer is of a very suspici- 


ous nature; as soon as he sees a 


stranger drive into his yard, he be- 
comes suspicious, and makes up his 
mind here comes some one who is go- 
ing to try to get the best of me. It is 
up to you to overcome this suspicion, 
and therefore you mus* select a man to 
go with you in whom the farmer has 
absolute confidence. 

You are now ready to drive out into 
the country and interview your pros- 
pects, and let me tell you right now that 
if you think that this part of it, is ail 
pleasure and a picnic, then don’t go 
into the life insurance business. You 
must realize that you are about to sell 
something that the farmer does not 
want. You have absolutely nothing to 
show. You must depend absolutely 
upon your personality and your will 
power to convince the farmer that he 
ought to have life insurance, but when 
you come home in tle evening after 
a day’s hard battle and realize that 
you have succeeded in convincing 3 or 
4, yes, maybe half a dozen hard 
headed farmers that your way of think- 
ing is right, let me tell you, the joy 
that then comes over you is ample com- 
pensation for the energy you have ex- 
pended during the day. Nothing is 
sweeter to me than t® come out the 
victor. After a hard battle of wits, 
back your prospect up against a hay- 
stack and keep him there until you get 
his name on the dotted line in spite of 
the fact that he did not want that in- 
surance any more than a dog wants two 
tails and you will derive a whole lot 
of satisfaction without even thinking of 
the money you have made that day. 

The driving itself is not- all play. 
You must expect to go out in all sorts 
of weather, in pouring rain, in blinding 
snow storms. You must expect to drive 
through almost impassible roads with 
the wheels sinking into the mud to the 
hub, and the mud splashing into your 
face, but all these hardships are for- 
gotten when the spring and summer 
come and you start ou! on a beautiful 
summer morning with the lust of battle 
in your eye and the lcve of nature in 
your heart. When you drive day after 
Cay through the splendid woods, the 
beautiful green fields, and listen to the 
singing of the Meadowlark and the 
chirping of the Whippoorwill, and you 
would not change your occupation for 
anything in the world. 

We will now come to the second step, 





the approach; all depends upon this 
step. Before starting out with my lo- 
cal agent, I put him through a course of 
instructions. Do not allow your agent to 
say: “Mr. Smith, this is Mr. Jones, who 
wants to talk to you a little about life 
insurance.” That would spoil it all. 
In fact do not allow bim to mention 
your business in his introduction. Let 
him simply say, “Mr. Smith, I want 
you to meet a friend of mine, Mr. Jones, 
from Minneapolis.” 

Now is your time to make use of 
character analysis. “You must form a 
rapid opinion of the prospect’s charac- 
ter before you talk life insurance to 
him. You must make up your mind 
whether your prospect loves himself 
only or whether he also loves his 
family. When you come to a place with 
a beautiful, large barn and a dirty 
shanty for the family to live in, then 
don’t waste your time talking life insur- 
ance; that man does not care for his 
family. It would be much easier to sell 
that man a registered bull or a good 
horse. 


Before mentioning your business to 
the farmer engage him in general con- 
versation; try to draw him out, try to 
discover what his hobbies are. If you 
find that he is a horse lover,.talk about 
his horses. Get him to show them to 
you and praise them; in’short try to 
find some point of interest in common. 

The farmer will soon ask you what 
your business is, or you will soon find 
an opportunity to tell him your busi- 
ness. By that time he has taken a lik- 
ing to you and will readily consent to 
listen to your proposition, especially if 
you tell him that you just want a few 
minutes of his time; that you will not 
urge him to buy; that you just desire 
to explain the proposition to him and 
invariably you receive his consent. 


Presenting the Proposition. 
Now before taking up the third step, 


the presenting of the proposition, to 


the prospect, I want to give you a few 
dont’s that may save you a lot of time 
and money. Never talk life insurance 
to a farmer unless you have him alone. 
After driving into his yard, you find 
that he has visitors, don’t tell him what 
you want, talk about the crop and drive 
away. I have made as many as three 
trips to a farmer betsre finding him 
alone and then wrote him. 

It will pay you to do this. Even if 
the farmer should want the insurance, 
he would not take it in the presence of 
his friends, for fear that they might 
ridicule him afterward) Or you might 
find one of the vistors to be antagonis- 
tic. 

Don’t allow your local agent or 
driver to interrupt when you are talk- 
ing. Be sure to instruct him fully on 
this point. Only a short time ago, 
while talking to a prospect whom I had 
en the point of coming over, the banker 
stepped up and asked "ny prospect for 
a wrench to adjust his auto. My pros- 
pect walked away ana got the wrench 
and I got nothing. But my local agent 
got plenty from me when we were 
alone. 

Instruct your local agent to say abso- 
lutely nothing, after ns has introduced 
you, unless you give him a direct invi- 
tation to say somethiag. I will sreb-| 
ably turn to my locai agent and say, | 
“You may tell Mr. Smith that you per- 
sonally guarantee the company to be 
£00d, etc.” 

You have now gained the farmers | 
consent and we come to the third step 
of the process, the presenting of your 
proposition. Before you do this, be 
sure that you have stucied your farmer | 
sufficiently to know what sort of a 
proposition you wish to present. You 








should know the man's financial con- 
dition. Is he in debt? Has he a mort- 
gage on his farm? Is he loaning out 
money to his friends? Does he care 
for his family? And then explain a 
policy that will best tit his case, and 
then stick to that particular policy; 
never switch to some other form of in- 
surance, because your prospect would 
become confused and would take the 
advantage of your proposition, by say- 
ing that he will take che matter under 
advisement and will decide on one of| 
the two later on. As a rule a farmer| 
must be written at the first interview, | 
or you will not write him at all. | 

My experience with farmers is, that | 
the majority of them are very selfish. | 
A large number of them, ‘especially | 
the farmer of foreign birth, care but | 
very little for their families; some of | 
them only care for their wives, while | 
they live, to see how much work they | 
can get out of them. Don’t try to sell} 
such a man life insurance. You are 
wasting time. 

When you talk protection to a farmer} 
they come right out and tell you that| 
they have a nice farm all paid for and} 
that that is all the protection their 
family needs. In order to sell that} 
sort of a man life insnrance, you must 
show him that there is something; 
in it for him. You must show him that 
he is putting this money away for 
himself to be used by himself to make 
his old age comfortable, so that he 
won’t have to work any more when he 
gets old. You must appeal to his sel- 
fishness, and if you can show him suf- 
ficient profit to himself in your prop- 
osition, you will get him; if you can’t 
do that you will never sell him life in- 
surance. Whenever I find a farmer who 
buys insurance from me because he 
wants to protect his family, I always 
feel like hugging that man. 


Covering Ordinary Objections. 





I will now tell you my way of over- 
coming the ordinary objections or ex- 
cuses a farmer has for not taking life 
insurance. Don’t let him get by with 
any of them. Some will tell you that 
for $60 they can buy a cow, the cow 
will have a calf and in 20 years that is 
better than $2,000 worth of life insur- 
ance. Tell him, “Yes, sir, that 1s| 
right, only that cow might die, and that} 
would bust up the whole life insurance 
company”; and that he can’t afford to 
carry insurance in any company that | 
might be forced into a bankruptcy by 
the death of one measiy old cow. | 

Others will point to their growing 
crops and say with great pride; “Life | 
Insurance! Why, man. look at my corn 
here and mv wheat, that is my life in 
surance.” Tell him “Yes sir. that is! 
fine, the only trouble is that if a good| 
hailstorm should come along your life | 
insurance company would bust up. Bet-| 
ter buy some in a company that can’t | 
bust up.” 

Another excuse is. “I can put that $60| 
into my farm and I guess it will pay | 
me just as well.” Tell him, “Show me} 
where you can invest $60 in your farm | 
to-day that will bevond a possibility of | 
doubt. bring vour familv $2.000 in spot | 
cash in case vou should die before the| 
year is over.” 

Some will tell you that their family | 
will have plenty after thev are gone. | 
Ask that man whether he really be- 
lieves that his family will have just as 
much after his death as they now have. | 
If he says yes, then T make him admit | 
that he is absolutely worthless to his} 

(Continued on page 7.) | 











HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


The fifty-fourth annual statement 
of the Home Life Insurance Com- 
pany, of which George E- Ide is 
president, appears in the Herald's 
advertising columns this morning. 
It shows substantial progress along 
conservative lines. Assets increased 
during the year to more than $29,- 
000,000, after paying to policy- 
holders nearly $3,000,000, includ- 
ing $540,000 in dividends. The in- 
surance in force is more than $1 16,- 
000,000, being an increase during 
the year of nearly $5,750,000. 

New York Herald, January 22, 1914 
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Home Office: ST. LOUIS, MO. 








W. D. Wyman, President 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 
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of Pittsfield, Mass. 
Ine. 1851 


New policies with modern provisions 
W. S. Weld, Supt. of Agencies 


Attractive literature 
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FORM SOUTHRRN ASSOCIATION 


COMPANIES IN PERMANENT BODY. 








Chief Executives Meet in Atlanta to 
Draft Plan—To Co-operate with 
Other Organizations. 





The chief executives of the life in- 
surance companies of seven southeast- 
ern states met in Atlanta last week to 
discuss the formation of a permanent 
organization of the companies of that 
section. Over a dozen companies were 
represented. The plan has been under 
consideration for several months and 
at the meeting the following were ap- 
pointed a committee to prepare plans 
for the new association: 

Geo. A. Grimsley, president, Jeffer- 
son Standard; Edmund Strudwick, 
president Atlantic Life; W. D. Jelks, 
president Protective Life; T. O. Law- 
ton, Jr., president Southeastern Life; 
Wilmer L. Moore, president Southern 
States Life. 

It is probable that the new organiza- 
tion will be known as the Southeastern 
Life Convention. The tentative plan is 
to have three departments, with ex- 
ecutive, medical and agency sections. 
Secretary T. W. Blackburn of the 
American Life Convention was invited 
to be present. Legal business demanded 
bis presence in Nebraska, but he sent 
a letter strongly endorsing the pro- 
posed association. 

Those who participated in the pre- 
liminary conference were: 

Cosmopolitan Life, Atlanta, James O. 
Wynn, president; Southern Life and 
Trust, Greensboro, N. C., R. J. Mebane, 
secretary; Atlantic Life, Richmond, 
Va., Charles G. Taylor, vice-president; 
Southern Life, Greenville, S. C., by A 
D. L. Barksdale, secretary; Commercial 
Life, Savannah, W. W. Williamson, 
president, and Robert Perrin, secre- 
tary; Florida Life, Jacksonville, W. P. 
Douglass, secretary; Jefferson Stand- 
ard, Greensboro, George A. Grimsley, 
president; Lamar Life, Jackson, Miss., 
W. Q. Cole, president; Protective Life, 
Birmingham, William D. Jelks, presi- 
dent; State Mutual Life, Rome, Judge 
John W. Maddox, president; Southern 
States Life, Atlanta, Wilmer L. Moore, 
president; Cherokee Life, Rome, Hal 
Bowie, vice-president, and Empire Life, 
Atlanta, F. A. Hooper, general counsel. 





MORTALITY RATIO AND ALCOHOL. 





Important that Medical Department 
Should Know Habits—Ratios in 
Actuarial Report. 





Since the completion of the Medico- 
Actuarial Investigation, increased im- 
portance is attached to the habits of 
the applicant for life insurance in re- 
spect to the use of alcohol. According 
to these new statistics, with men who 
have drunk to excess once or oftener 
within the past few years, the mortality 
ranges from 139 per cent. to 174 per 
cent., 


tality of 132 per cent. These drinkers 
may be divided into two classes: (a) 
The more moderate users, say those 
taking not to exceed two glasses of 
beer a day or its equivalent in other 
beverages; (b) The liberal steady 
drinkers; these are men who take into 
the system daily an average of more 
than two ounces (Anstie’s limit) of 
alcohol in some form or other. Class A 
has a mortality of 118 per cent.; class 
B 186 per cent. Among reformed drink- 
ers the mortality is 132 per cent.; it 
does not seem to make much difference 
whether or not a man has taken a 
cure.” 

In commenting on these ratios, Dr. 
John L. Davis, medical director of the 
Amicable Life says: 

‘These figures being true you realize 
how essential it is in the medical re- 
Port to give the exact facts as to drink- 
ing. If the man drinks at all, we 
should know as nearly as possible what 


100 per cent. being standard. ! 
Steady users of liquor show a mor-! 


| 


he drinks, how often, how much, when 
and under what conditions. 

Physicians understand how seriously 
the stronger drinks affect the human 
body, especially taken on the empty 
stomach. 

The above figures show clearly that 
even moderate daily drinking shortens 
life. 

‘Another element in the problem is 
the hereditary taste for liquor, often 
vicariously manifested by diseases of 
the nervous system especially. 





PHOENIX MUTUAL’S NEW POLICIES 





Hartford Company Issues Revised 
Forms, Raising Loan Interest Rate, 
With Other Minor Changes. 





The Phoenix Mutual Life of Hartford, 
is now using revised forms of policies, 
the principal change being the increase 
in the interest rate on loans from 5 per 
cent. to 6 per cent. Similarly the rate 
of interest charged on over-due premi- 
ums at reinstatement has been in- 
creased from 5 to 6 per cent. 

The description of the policy at the 
bottom of the first page has been al- 
tered so as to include the possible 
limitation of premium payments by the 
use of dividends. In the loan clause 
the words “upon proper assignment” 
have been inserted at the instance of 
an insurance department. The prac- 
tice of the Company in making loans 
on policies will not be changed in any 
way by the insertion of this phrase, 
ror will the form of loan note be al- 
tered except to provide for the increase 
in the rate of interest. 

Concerning the changes 
pany says: 

“A considerable part of the com- 
pany’s funds is invested to yield 6 per 
cent., and it is by reason of the high 
market rate now prevailing that the 
Company believes it necessary to pro- 
vide for an increase in the interest rate 
of policy loans. It is unnecessary to call 
attention to the fact that with the 
higher rate earned upon policy loans 
the amount of money earned in excess 
of that required to maintain reserves 
will be increased, and consequently the 
amount available for surplus and divi- 
dends will ordinarily show an increase.” 


the Com- 





GANTZ AGENCY GETS GOOD MEN. 


The Baltimore agency of the State 
Mutual Life of Worcester, Mass., under 
General Agent Charles R. Gantz, has 
been strengthened recently by the addi- 
tion of two valuable men to the field 
force. They are Laurence O. Wright 
and Karl G. Pollock; both ambitious 
young men, who have been succesful in 
other lines and have determined on the 
life business for their future. The Balti- 
more agency staff of the State Mutual 
is composed entirely of young men, who 
at the beginning had little or no experi- 
ence in life underwriting, and judging 
from the success of the agency since 
Mr. Gantz has been in charge, their 
future ought to be assured. 





Reliance 
Life Insurance Company 
of Pittsburgh 


Has the best General Agent 
Contract to offer YOU. 


Has All Forms of Policies to 
Offer the Insured—Particip- 
ating and Non-Participating. 
Annual Dividend. Guaran- 
teed Premium Reduction. 

Has the Only Perfect Protec- 
tion Policy combining Life, 
Accident and Health Insur- 
ance at Minimum Cost. 











THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. Our 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
Mr. FRANK A. WESLEY 


Vice-President and Director of «Agencies 








IN FACT, AS WELL AS IN NAME 


STATE MUTUAL LIFE INSURANCE COMPANY 


JOHN W. MADDOX, President 
Rome, Georgia 
Offers to good producers some excellent territory in Georgia, Alabama, 


Arkansas and Florida, where the Company is well and favorably known 
and where your success will be measured by your work. 


Uf interested. take A.B. UTTER, Agency Manager, noors* of"... 


the matter up with 








PURELY MUTUAL CHARTERED 1857 


THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GLO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,304,385,035 


Satisfied Policyholders to the number of 13,073 (out of 45,862 per- 
sons applying) purchased additional insurance in 1913. 


Northwestern Policies are easiest to sell and stay longest in force. 
Agents Protected by enforced No-Brokerage and Anti-Rebate Rules. 


It Will Pay You to Investigate 
Before Selecting Your Company 
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Philadelphia Life 
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Manager of Agencies 
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WHY COMPANIES OBJECTED NBW YORK LIFE STATISTICS! 





TO HORNER’S PUBLICITY PLAN. 





Statement That Companies Were Not 
in Sympathy, Answered by Charles 
E. Coffin. 





W. M. Horner, of Minneapolis, ex- 
plained before the life underwriters of 
Indiana, why the companies did not 
support the project of the committee 
on conservation and education, of the 
National Association of Life Underwrit- 
ers, of which he is chairman, looking 
to a national advertising campaign, on 
the institutional advertising plan. 

The objections raised by the’ com- 
panies, he said, were numerous. They 
said if they started in on a campaign 
of advertising they would be hounded 
to death by solicitors for all kinds of 
advertising. Another objection was 
that the plan might create a mail order 
insurance business. Other objections 
raised were that the agents themselves 
should pay the bills; policyholders 
might object to the use of their money 
for the education of the public, and 
that the companies do not wish to 
come together on any common ground. 
But Mr. Horner said he thought the 
principal trouble with the companies 
was a lack of sympathy with the gen- 
eral proposition. He designated this 
stand as a short-sighted policy on the 
part of the companies. He predicted 
great benefit to the insurance business 
as a whole from the campaign just be- 
ing started. 

Charles E. Coffin, vice-president of 
the State Life of Indianapolis, took 
issue with Mr. Horner regarding the 
position of the companies. He said 
that under present insurance laws in 
many of the States the companies 
would not be permitted to spend money 
for the purpose of education and that 
this was the one great reason why they 
were not able to join in the movement. 
It was not from a lack of sympathy on 
the part of the companies, he said. He 
expressed the belief that there should 
be closer co-operation and unity be- 
tween the companies and the agents, 
as well as with the insurance commis- 
sioners of the various States, and said 
that each organization ought to send 
fraternal delegates to the national 
meetings of the other organization so 
that all could work in harmony.- He 
said, too, that if the agents who are 
behind the educational movement 
would approach the individual officers 
of the life insurance companies instead 
of the companies themselves they 
would be surprised at the amount of 
sympathy they would get for the move- 
ment as well as the amount of money 
that the officers would contribute to 
the cause. 

Charles H. Orr, of Fort Wayne, ex- 
plained the campaign of education 
through newspapers advertising that 
the life insurance agents of that city 
are carrying on, the plan being similar 
to the one proposed by Mr. Horner. 





JOINS PAN-AMERICAN LIFE 


The Pan-American Life of New Orle- 
ans, has just completed negotiations 
with Ralph A. Beaton of Dallas, where- 
by he becomes State Manager for the 
Company in Texas. Mr. Beaton has an 
excellent record both as producer and 
organizer and has been connected with 
the Reliance Life of Pittsburgh, in an 
official capacity, for the past four years. 
During the last year, he was sup- 
ervisor for that Company in Oklahoma 
and Texas, writing the two States, over 
one and one half millions of insurance 
for the year 1913. Prior to that time, 
Mr. Beaton was connected with the 
Equitable of New York, the Southwes- 
tern of Dallas, and the Missouri State 
Life of St. Louis. Mr. Beaton brings to 
the Pan-American a well established 
Agency Organization and will have 
headquarters at Dallas, Texas. 





DEATH CAUSES—YEARS IN FORCE. 





Occupations of Insured Carrying Over 
$200,000 of Insurance—Month’s 
Payments Total Over $5,075,947. 





In February, the New York Life paid 
in death claims, cash values, dividends 
and annuities, $5,075,947.60. To the 
beneficiaries of 684 policyholders who 
died $2,042,859.10 was paid. Eighteen 
of these people died in their first year 
of insurance. The Company paid their 
beneficiaries over $61,000 and 4,909 liv- 
ing policyholders were paid $3,033,088.50. 
Living policyholders thus received over 
nine hundred ninety thousand dollars 
more than did the beneficiaries of the 
dead. 

The deceased’s occupations are indi- 
cated below: 

Lives. Amount. 
Farmers and their em- 





EN asausicn se oes 61 $131,802.42 
Manufacturers and 
their employes ....124 293,039.44 
Merchants and their 
er 291 928,642.55 
Official and _  profes- 
sional men ........ 77 288,409.39 
ere 10 61,062.30 
All other occupations 131 339,903.00 
WE > iswdenveened 684 *$2,042,859.10 


*Included in above were 48 women 
insured for $83,877.60. 

Causes of death of the 684 policyhold- 
ers who died in February, were: 


ee ee 82 
PSOE Cer ree 72 
OED, occ dete acecns anedewass 69 
CT SND: a. 5.3 wsiasore ouacdeyee 67 
ee eee eee 61 
Cancers and tumors ............. 55 
DEED Sct b2ars as der edeer wane Raed 44 
Disease of arteries .............. 7 
PS 4s Ride sdviadoens aiuscuaeae 25 
Diseases of digestive organs.... 18 
ROP rer re 14 
ls tag peace es nada saan be 13 
Bronchitis, pleurisy, ete. ........ 12 
EE ch wt pacivamiied«ge0 11 
ND DOE isc voce bt tnewewae 10 
Bloo poisoning, anemia, etc...... 8 
fk eee re 6 
EE IN 5 i... 5 suena amen 5 


Nervous prostration, congestion 
ee eee rere 

re eee 2 

EE EE ID. kg 5 oo 50s 600 ees 80 
Age at death was as follows: 


Lives. Amount. 





30 yrs. of age and under 29 $43,476.76 
Between 30 and 40...105 258,542.29 
Between 40 and 50...180 426,840.74 
Between 50 and 69 ..193 632,125.55 
WN OD i sacicaskenes 177 681,873.76 

2 eer 684 $2,042,859.10 





GIVES POLICYHOLDERS BENEFIT. 





Connecticut General Life Latest to Sub- 
scribe to Service of New Life 
Extension Institute. 





The Connecticut General Life has 
completed arrangements whereby its 
policyholders may have the benefit of 
the service provided by the Life Exten- 
sion Institute of New York, being the 
third life insurance company to take 
this step. 

Details are not yet completed, but it 


.may be stated that annual examinations 


will be available for all policyholders 
who have been insured five or more 
years. A report of the findings will be 
submitted either to the insured or his 
physician as desired. While the Con- 
necticut General has the lowest mortal- 
ity rate for the period covered by re- 
turns to the Insurance Department of 
its home State, it is hoped to effect a 
further saving to its members through 
this plan. 














YOUR CARD 


as a representative of the ‘‘ Oldest Life Insurance Com- 
pany in America’’ will prove your best introduction 


The Mutual Life Insurance Company 
of New York 


Impregnable Strength 
Incomparable Dividends 
Maximum Benefits 
Minimum Net Cost 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N. Y. 














NATIONAL LIFE INSURANCE COMPANY 


The 64th statement shows strong gains in new and out- 
standing insurance, in income, in assets and in surplus, an in- 
interest rate of 5.10 per cent., a mortality experience of 
58.12 per cent. and increased dividends set aside for pay- 
ment to policyholders in 1914. Age, strength, mutuality, 
low net costs, the best policies and a scientific and equitable 
practice have made the National Life most attractive to the 
best agents—a solid business, securing permanent opportu- 
nity. 

Address EDWARD D. FIELD, Superintendent 

MONTPELIER, VERMONT. 
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EXPECTS FEDERAL CONTROL 


DARWIN P. KINGSLEY’S OPINION. 





Promises Renewed Fight For Constitu- 
tional Amendment Giving Congress 
Power of Supervision. 





Darwin P. Kingsley, President of the 
New York Life, in an article in this 
week’s issue of “The Independent” 
magazine, promises a new fight for 
the recognition of insurance as com- 
merce and the placing of control of the 
business under Federal supervision. 
Mr. Kingsley says: 

“Harried by a multitude of conflicting 
laws, burdened with taxes which the 
American Bar Association (speaking 
of life insurance taxation) has denounc- 
ed as “loot,” insurance generally await- 
ed with keen expectation the action of 
the Federal Supreme Court in the case 
of Insurance Company v. Deer Lodge 
County, Montana. Prior to the repre- 
sentation of the issues involved in this 
case, the whole question had never 
been fairly and fully presented to that 
august court. It was hoped that a con- 
sideration of insurance as it is practis- 
ed now would lead the court to correct 
the economic error into which its pre- 
decessors fell forty-five years ago, in 
declaring that insurance is not com- 
merce. 

In Paul v. Virginia (1868) the court 
said that insurance was not commerce 
nor an instrumentality of commerce. 
This doctrine it repeatedly reaffirmed; 
but until the Deer Lodge case was 
argued the issue was never presented 
unconfused by collateral questions. 
Moreover, the business had in the inter- 
vening period (1868-1913) assumed an 
importance both in commerce and so 
ciology not dreamed of when Mr. Jus- 
tice Field first delivered the court’s 
dictum on insurance. But the court, 
after citing its predecessors’ decisions, 
elected to stand on the doctrine of 
stare decisis—which some on has well 
defined as the doctrine of crystallized 
error. In other words, it reaffirmed the 
doctrine of Paul v. Virginia and again 
said that insurance is not commerce. 

Mr. Justice McKenna, speaking for 
a majority of the court, among other 
things said: 

Why Outlook is Hopeful. 

To reverse the cases, therefore, 
would require us to premulgate a 
new rule of constitutional inhibi- 
tion upon the States and would 
compel a change of their policy and 
a readjustment of their laws. 

And again: 

We have already pointed out that 
if insurance is commerce and be- 
comes interstate commerce when 
ever it is between citizens of the 
different States then all control 
over it is taken from the States and 
the legislative regulations which 
this court has heretofore sustain- 
ed must be declared invalid. 

It is not strange that Mr. Justice 
Hughes and Mr. Justice Van Devanter 
dissented to a reaffirmation of the 
earlier decisions for such reasons, The 
court was not asked to decide whether 
the States would cheerfully surrender 
the “honest graft” which they now in- 
creasingly take from insurance; and 
while the learned Justice argues furth- 
er that insurance is not commerce, it is 
obvious that the considerations which 
controlled a majority of the court were 
exactly those which our quotations dis- 


It is natural, therefore, that insur- 
ance should now approach the ancient 
problem with renewed hope. It is in 
great distress; it knows that what it 
seeks is just, that the Supreme Court 
is divided and that Mr. Justice Hughes 
is a dissenter. 


Insurance is preparing to attack the 
problem afresh and comprehensively. 
It is considering a fight for a constitu- 
tional amendment which will put the 
supervision of all insurance done out- 
side the State of a company’s domicile 
under the exclusive supervision of Con- 
gress. There seems to be no shorter 
process which will at the same time be 
conclusive. 

The first step naturally is to find out 
what insurance opinion is, what it is 
willing to fight for. 

A constitutional amendment is by no 
means an impossibility, prodigious as 
such a task promises to be; but to have 
a chance we must be sure of insurance 
opinion. To ascertain insurance opin- 
ion on this question, I lately sent a let- 
ter to the heads of all the companies 
in the United States. The replies re- 
ceived show an overwhelming opinion 
in favor of Federal supervision and ex- 
press a willingness to fight for it. For 
the benefit of some of my correspon- 
dents, I have, in the above quotations, 
purposely emphasized the opinion of 
the court as to the effect on State su- 
pervision of a constitutional amend- 
ment. Mr. Justice McKenna and a ma- 
jority of the court clearly believe that 
when insurance between the States is 
made commerce, all control over it 
will be taken from the States. That 
is the crux of the whole matter; that 
is exactly what insurance seeks. 

But to give added force to that con- 
clusion, I hope to send to all my corre- 
spondents at no distant date the opinion 
cf an eminent constitutional lawyer. 
If this eminent authority agrees with 
the obiter dicta of the court in the 
Deer Lodge case, as he doubtless will, 
the field will be cleared for action and 
insurance can then decide whether it 
will fight now or later for a reform, the 
adoption of which the needs of business 
and society will compel in any event at 
no distant date.” 





HOW TO WRITE FARMERS. 





(Continued from page 4.) 


family and might as well be dead as 
living and I get his name on the dotted 
line. 

The most common objection, how- 
ever, is: “I have to consult my wife.” 
Don’t let him get by with that. “Tell 
him that you will go right with him to 
his wife and talk the matter over. If 
he consents, of course you write him. 
If he says that his wife is not at home, 
I tell him that it is not fair for him to 
leave that decision to his wife. I tell 





him that women are of a self-sacrific- 
ing nature and never would tell him to) 
buy that insurance for her protection | 
no matter how badly she would want! 
it. Tell him, “It is not fair for you to) 
go to your wife and ask her, ‘Shall I} 
do my duty?’ The buying cf life in-| 
surance is a token of your love and) 
duty toward your family, and should 
be done without first asking permission 
to do so.” | 


A very common excuse to get rid of! 
the agent is to say, “Yes, I think I| 
ought to have some insurance and I 
like your company and your proposi-| 


tion. I am very busy just now but the | 





close. 
Life 


Insurance and Texas 











Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressive people and they are buying } | 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the J | 
State are uninsured, and several times that number inade- 
quately insured. 
men to tell them about the Southland Life. 


JAS. A. STEPHENSON, President 


We want ten or a dozen more good field 
Address— 


DALLAS, TEXAS 











first time I come to town I am going 
to your local agent at the bank, and 
take out a couple of thousand.” 

I simply tell him that I know that he 
really intends to do so, but life insur- 
ance is never bought over the counter 
and as soon as I am gone he will for- 
get all about my proposition as his 
head is full of other things and thai 
as long as he admits that my proposi- 
tion is a good one, we will fix it up 
right now, and I at once fill in the ap- 
plication. 

After the application is signed, I ask 
him the necessary questions to fill in 
the body of the application. 

When you notice that the psychologi- 
cal moment has come for him to sign, 
don’t waste time by asking questions, 
push your fountain pen and push it 
hard. You may be able to fill in the 
body of the application while you are 
still explaining your proposition. 


As soon as the application is com- 
pieted ask him, “Now do you wish to 
give me a check for the amount, or 
would you prefer to give me a note?” 
If he wants to give his note, I make it 
out at once and say “Sign here,” and 
I have never had any one to object to 
that part of it and have never taken 
an application without a settlement of 
some kind. It is much easier to get 
a settlement while your prospect is still 
somewhat under the influence of your 
personality than to get it afterward, 
and if he knows that he has paid cash 
or given his note with the application, 
you have a great deal less trouble to 
get him to go to the doctor for an ex- 
amination. 








THE 
First Mutual 


Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS. 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible secu- 
rity, with a safe, equitable con- 
tract. 

FINANCIAL STATEMENT 

Assets, Jan. 1, 1914. $66,168,702.53 


Liabilities ........ 61,182,456.00 
Surplus ...... -.-$ 4,986,246.53 


ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 


ry 
DAVIS, Asst. Secretary 
FRANK T. PARTRIDGE, Asst. Secretary 
MORRIS P. CAPEN, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 
LATHROP E. BALDWIN, Manager, 
141 Broadway, New York 

CHAS. H. STRAUSS, Gen Agent 
200 Fifth Avenue, New York 








CALL ON COMPTON 





By the 


CALL ON COMPTON 





The Service Route to Success 


Compton way, every client 
becomes a champion of your business 
COME IN AND TALK IT OVER—CALL TO-DAY 


WILLIAM N. COMPTON, General Agent 


FE INSURANCE onal 
TS 


BOSTON MASSACHUSET 
220 BROADWAY 
PHONE 6030-6031 CORTLAND 
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Compulsory Deposit Law. 


ginia, Illinois and Indiana. 
Company. 


ee 


The Meridian Life Insurance Co. 


INDIANAPOLIS, IND. 


Insurance in force, Dec. 31st, 1913.......... $23,869,332.00 
GT Gd nidae te ee Wie QTR ee. Guede wn 2,455,653.33 
CR Sad ena aae wewOR Ee ddle dace ec oe 1,803,659.29 
ET Soa a don't 6g kobe a aes HR OR. be yadOS 453,249.23 


105,363.49 


The liberal up-to-date policies issued by this Company are clear and 
definite in their provisions and the reserve is in accordance with the Indiana 


We have open territory for high grade men in the States of West Vir- 
If interested in a liberal contract, write the 








mission. Full Term Renewals 


Allowance. 


handsome renewal account. 





LIFE INSURANCE SALESMEN WANTED 


IN PENNSYLVANIA 
Managers for Districts—Personal Writers. 
Forms—Lowest Rates on the Market. 


New Nonparticipating Policy 
Most Liberal First Year’s Com- 
And Large First Year‘s Expense 


If you are not attached and have a good record you can make a perma- 
nent connection and make a lot of money and build up for the future a 
Address— 


LOCKYER & ATWOOD, Incorporated 
Pennsylvania Managers 
ILLINOIS LIFE INSURANCE COMPANY 
New Stock Exchange Building,. Philadelphia 
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Live Hints For Business Getters 














‘Now that: the compa- 
nies are giving great- 
er attention to the 
lapse records of their 
representatives, it is 
interesting to note the exceptional 
achievement in this respect of a repre- 
sentative of the Phoenix Mutual Life. 

Previous to 1913 an eastern repre- 
sentative of this Company had placed 
on the books in practically three years’ 
time $444,533 of insurance, with annual 
premiums of $13,271.94. During 1913 
every policy renewed with the exception 
of one for $10,000, bearing a premium 
of $281.50, which was taken as tem- 
porary insurance on the term plan to 
cover a temporary business exigency. 
It may be added that in 1913 this rep- 
resentative paid for almost $150,000 of 
new business and to date all of the in- 
surance which he has placed on the 
books of the Company is showing the 
same remarkable persistency. In this 
period of a little over four years there 
bas not been a single not-taken policy 
charged against this man, due in some 
measure to the fact that he generally 
collects the premium at the signing of 
the application. In the same period 
there has been but the one lapsed 
policy referred to above. 

Perhaps it is not out of place to call 
attention to the renewal interest which 
this representative has accumulated. 
He has been working under a contract 
similar in its renewal provisions to the 
uniform standard contract adopted by 
this Company. In 1913 his renewal 
commissions were approximately $650; 
ic 1914 his renewal commissions alone 
will be about $850, and in subsequent 
years he will receive in renewal com- 
missions on the business placed on the 
books of the Company previous to 
January 1, 1914 the total sum cof from 
$£,000 to $6,000 provided the business 
shows its present staying qualities. 

In seeking for some reason for the 
persistency and quality of the business 
which this representative has written, 
we naturally agree that it is due to the 
ability of the gentleman himself, but 
there is also a good cause in a state- 
ment he has made: “I think it may be 
attributed largely to the fact that my 
field for insurance happens to be among 
people who take the thing pretty seri- 
ously and carefully and are not likely 
to change after they have once made 
up their mind. 

* * * 


Exceptional 
Record Made 
By One Agent. 


There is one feature of 


Insurance life insurance that may 
Will Not profitably be emphasized 
Depreciate in almost all cases, that 


is that although all forms 

of property are liable to depreciation, 

life insurance is not. As President W. 
H. Hunt recently said: 

“There are very few kinds of property 

that are not liable to depreciate. The 


Practical Suggestions to Help the Man 
His Income and General Efficiency. 


With the Rate Book Increase 





value of stocks, bonds, and real estate 
is also fluctuating. A man may leave 
his family any one of these forms of 
property and after his death it may de- 
preciate or cease bringing in income 
and thus become a dead asset—which 
cannot be converted into money when 
required. On the other hand, an insur- 
ance policy never depreciates but con- 
stantly increases in value. It keeps on 
growing nights and Sundays. The sur- 
render value is larger every year. There 
is no depreciation in this asset during 
the life of the policyholder, and at his 
death it is worth its face in real money.” 
+ * . 


A representative of the 


Figuring Northwestern National 
toCovera Life gives in a recent 
_ Mortgage issue of the Company’s 


paper “The Agent,” two 
propositions which are suited to the 
business man or farmer whose prop2rty 
is mortgaged, in which he says: 

“Assume that Mr. Joiues, 35 years of 
age, carries a $1,000 mortgage on his 
farm, running for five years with the 
option to renew for five more years, 
with interest at 6 per cent. per annum. 
Would he be willing tc pay one or one 
and a half per cent. miore—say seven 
to seven and one-half per cent. if his 
mortgage contained the provision that 
in the event of his death, it would be 
cancelled and released? Most farmers 
would answer in the affirmative. Then 
illustrate: 

“The premium for a Whole Life 
Policy at age 35, per $1,000, is $26.69. 
The cost for ten years’ protection 
would be $266.90, less the guaranteed 
cash value at that time of $125, mak- 
ing the net cost for ten years’ protec- 
tion $141.90 or $14.19 annually, which 
is equal to 1.41 per cent. annually. Be 
ginning at the end of the second year, 
he would receive dividends which 
would doubtless eliminate the frac- 
tional per cent. 

“Another proposition is. to carry a 
Ten Year Endowment, on which the 
payments would be equivalent to op- 
tional payments made on a mortgage. 
On that plan the guaranteed cost of 
the protection would be a trifle over one- 
third of one per cent. annually. To 
illustrate: 

“Our rate per thousand at age 35 
for a Ten Year Endowment is $103.86. 
The cost for ten years would be $1,- 
038.60; cash value at the end of ten 
years, guaranteed, $1,000; net cost, 


$38.60; annual cost, $3.86, or .38 per 
cent. less dividends. 

“The small additional per cent 
would guarantee the immediate pay- 


ment of the mortgage in the event of 
death. Having liquidated the mortgage 
he could, of course, continue carrying 
the policy if he desired to do so; but 
the figures above shown are based on 
maturity or termination at the end of 
ten years.” 





same months in 1913. 


resentatives. 





A Big First Quarter! 


January, February and March each far exceeded in new business the 
And this first quarter rolled up the biggest total of 
any first quarter in the Company’s history. Reasons: 
contracts, low net cost, Company’s reputation, satisfied and prosperous rep- 
Have you met the Massachusetts Mutual in competition? 
Would you like to meet it as one of its representatives? 


Occasionally we have a general agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
Springfield, Mass. 


Tr corporated 1851 


Up-to-date policy 








Don’t be afraid to approach 

Meeting big men. Their broader 

Various vision usually makes them 

Excuses pleasanter and easier to 

deal with than the little 
fellows of more limited experience. Also 
your familiarity with policy forms and 
insurance data gives you just as much 
advantage over the man of large affairs 
as over the man of small affairs, and 
the big man is quicker to see and ap- 
preciate the force of your argument. 
Use good judgment in not forcing your 
presence upon the busy man at unfavor- 
able times. Secure an introduction to 
him, if possible; it will assure you a 
more pleasant audience. 

You often meet with the statement, 
“Yes, I want $10,006 of insurance but 
I expect it all at once, $10,000 or noth- 
ing; but I can’t take it just now.” Ask 
the man who tells you this. “If you 
were going to purchase 100 acres of 
land that was going up in price every 
year and which might get away from 
you any minute so that you could not | 
get it at all, would you not take 10) 
acres now rather than lose it all?” 

In fact, it is by means of comparison 
with subjects familiar to your prospect 
that your strongest arguments and ap- 
peals can be made. For instance; if 
you buy a house on time, your creditor 
will make you carry fire insurance, and 
in case of loss by fire he will get back 
the value of the house through the fire 
insurance policy. Now, you have an 
uncertain lease on life that can be ter- 
minated any moment without prior 
notice to you. 

Another comparison: You are offered 
a piece of property worth $5,000 and 
all that you are required to pay is a 
trifle over 4 per cent. per annum for 
twenty years. If you died in the mean- 
time a clear deed conveying the prop- 
erty is immediately handed to your 
wife. If you live the property is yours 
at the end of the twenty years, the 
seller having paid all the taxes up to 
that time. Would you turn down 2 
proposition like that? No, and yet this 
is only an outline of a Twenty Year 
Endowment policy and does not take in- 
to consideration that if you get tired 
of your bargain and want to quit be- 
fore the twenty years are up, the com- 
pany will return to you in most cases 
more money than you have deposited. 
Study your Twenty Year Endowment 
tables. Prepare this argument and use 
it in your own way. 

Again: Suppose you wish to save $2,- 
000 in twenty years. It is doubtful if 
the average man would so manage his 
affairs as to deposit a stated sum an- 
nually in the bank, and if he did, he 
would receive in the event of his death 
only the amount he had deposited, 
whereas an insurance company would 
pay his beneficiary, immediately upon 
his death, the full $2,000 irrespective 
of the number of deposits he had made. 





—The Co-Worker. 





TWO SUPERVISORS 
WANTED 
SALARY AND EXPENSES 


One for Northern Ohio 


One Central and Western 
Michigan 


for 


Good positions with opportunity for 
rapid advancement. 


Give your age, present and former 


company connections, experience 


and qualifications. 
- Address in confidence 
ARTHUR F. HALL, President, 
Michigan State Life Insurance Co., 
DETROIT, MICH. 














UNEXCELLED IN 
Favorable Mortality 
—AaAND— 
Economy of Management 





Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced By 
Annual Dividends 


You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 











Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 


Several pi of llent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 
THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 

















Warm Personal Interest 





The Fidelity 


That describes the happy relation existing between 
the Fidelity and its Field Men, and explains why 
both are forging ahead. Maybe you could reach a 
higher success in that atmosphere. 


Write to 


Mutual Life 


Insurance Company 
WALTER LeMAR TALBOT, President 


PHILADELPHIA, PA. 














Assets over One Million. 


(average One Millien a month). 
We want a capabie 
Important epen territory. 





The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


Insurance in force over Twenty Millions of dollars. 
Business received first eight months, 1913, over Eight Million 


general agent fer vacant office. 
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TAKING CARE OF THE DBBIT 


SOME ESSENTIALS TO SUCCESS. 








Every Day Hints to Raise the Stand- 
ard of Efficiency of the Indus- 
trial Agent. 





What his store is to the storekeeper, 
big or little, what his business is to the 
business man—everybody in every line 
of industry and activity—your debit is 
to you, says The Prudential Record in 
a series of interesting hints to the in- 
dustrial agent. It is your means of live- 
lihood, the source of your income, the 
“ways and means” whence you secure 
your bread and butter, your shelter, 
all the necessaries of your life and the 
daily requirements of your family; and 
exactly in the degree of care and dili- 
gence you Manage, conduct and control 
it, such is the measure of your success. 
Hence the very great importance to 
you of looking carefully after it. 

Here is an agent who is scrupulously 
careful of his debit in all its details, 
even the smallest; one who watches it 
in all its varied parts, keeps collections 
at high-water mark, lapses and arrears 
at low-water mark, looks closely after 
revivals, loyally cares for transfers, 
treats the people of his territory with 
the courtesy, politeness and considera- 
tion that are theirs by right of being 
policyholders, and sees and seizes every 
opportunity for adding to the debit and 
to his own income by means of new 
business. Inevitably, assuredly, he will 
meet with sure success. His debit will 
be to him an inexhaustible mine of 
riches, both in industrial and ordinary. 
He will have high ratings in collections, 
revivals and persistency of business, 
and a low per cent. in lapses and 
arrears. 

* oa 


The importance cf caring for the 
debit can not be fully appreciated until 
we realize its cost, its value, and the 
enormous effort required on the part of 
the company and on the part of pre- 
ceding agents to make the debit of to- 
day possible. The present-day debit 
man controls a great, substantial and 
profitable business. Have your debit 
well routed; keep it free from scattered 
calls. Special transfers and lapses 
should receive prompt attention. Great 
care should be taken as to the correct 
address of the insured and all particu- 
lars pertaining thereto; any details 
which might assist in locating the 
policyholder should be noted on the 
transfer schedule. Keep in touch with 
the policyholders on the debit, be in- 
terested in their welfare. Every man 
enjoys his friends, and as far as pos- 
sible, you should make every policy- 
holder your friend. A low lapse-rate 
will always attend large advance pay- 
ments and small arrears. Advance pay- 
ments should largely predominate on 
a debit. 

*. +. 

Begin your collections bright and 
early Monday morning, and a rainy day 
or any other excuse should not be the 
case of being tardy on your first call. 
Remember, every morning is a good 
morning, rain or snow, and a full day’s 
work, not fewer than eight hours, you 
should ‘be willing to render with pleas- 
ure. Never go from the home of a 
policyholder without leaving a good 
impression of yourself behind. A good 
impression of yourself and of the 
company you represent go a long way 
toward future success. Never forget to 
refer to the claims recently paid 
through you in the immediate neigh- 
borhood, and to the good derived there- 
from by the bereaved family of the de- 
ceased. While time well spent is 
profitable at any period of the day, it 
has often been said that one hour in 
the morning is worth two in the after- 





Industrial Department 

















noon. It is a good plan to spend a few 
minutes after each day’s work in going 
over the collection-book, making notes 
of special matters or items. Write out 
your special transfers and lapses, if 
any, daily, and report them to your 
assistant superintendent. This _ will 
help your collections percentage, and 
save lapses. 
* * 


Whatever happens, be resolved on 
one thing; that you will do your work 
exceedingly well; in fact, as well as 
lies within your power; and that you 
will do your utmost to improve upon 
your work every day. For though you 
may have failed in many respects, and 
many things have gone wrong, the 
strict adherence to this resolve will 
certainly change your fate, and much 
sooner than you may now expect. 

Say to yourself earnestly every day 
and every hour: “I will do my work, 
and do it so well that no one can do it 
better.” Thus you place beneath your 
feet a firm foundation—a foundation 
that defeat and discouragement can 
never weaken; and upon such a founda- 
tion you can, through your best ef- 
forts, build a structure of permanency 
that will reach the highest pinnacle of 
your ambition. The man who does his 
work exceedingly well can smile at 
trouble and can afford to wait for the 
turning of the tide. 

+ 


ca 


To put your mind upon your business 
and keep it constantly there; to ex- 
clude from your thoughts everything 
but thoughts regarding the mastery 
and execution of every detail of your 
work; to systematize your work and 
your time, so that every minute will 
tell and every act count; to make every 
day a mass-play of the task in hand— 
that is true concentration, the brand 
that spells successful care of the debit. 

ck + 


The agent should consider the debit 
as one large family, having a friend in 
every home, and himself a friend to all. 
Foster this spirit, let it prevail, and 
a lapse becomes a rarity. 

Circumstances may arise that cause 
a policyholder to think seriously of dis- 
continuing; if so, and if the agent does 
not feel strong enough to hold the busi- 
ness, let the services of the assistant 
superintendent be at once requisition- 
ed. Never wait until the business is 
four weeks in arrears, if payment is 
positively refused, but lapse close—re- 
membering the rule for informal revi- 
val. The agent who gets this habit 
will surprise himself as to the result- 
ing excellent condition of his debit. In- 
cidentally, peace of mind is his con- 
stant companion, and worry a thing of 
the past. 

He ought to keep in touch with all 
who may be out of benefit, continue to 
take a friendly interest in their wel- 
fare, so that when circumstances 
change they will return to the fold and 
show their appreciation by not only in- 
teresting others, but keeping their 
own business well ahead. 

+ - 


You may have skill, talent and per- 
sistency— those great qualities essen- 
tial to successful producing and to 
proper care of your debit; you may be 
master of your rate book, your poli- 
cies, your company, your business gen- 
erally, and all that; you may be a stu- 
dent of human nature, a fluent talker, 
an expert demonstrator of the value 
and worth and need of life insurance 
and the especial attractiveness of 
Prudential protection in all its forms 
and features; you may be the hardest 
of hard workers, one of those who keep 
everlastingly at it every working hour 
of every working day, and yet, failing 
to employ system in your daily work, 
you may be a non-success, a half if not 
a whole failure. 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


== Of the People 
The Company By the People 
————=—————— Fer the Pesple 


The Daily Average of the Company’s 
Business during 1913 was: 


549 per day in Number of Claims Paid. 


7,895 per day in Number of Policies 
Issued and Revived. 


$1,676,339 per day in New Insurance 
Issued and Revived. 


$286,288.02 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$164,025.94 per 
Assets. 


day in Increase of 


JOHN R. HEGEMAN, President 








OLDEST 


Southern Life 


ABBGEB. 02 cc ccsccccvccccoscccsecess 
Liabilities 

Capital and Surplus... 
Insurance in Force. .. ae sos0s ‘ 
Payments to Policyholders since Organization. 


Is Paying its Policyholders nearly... 


ORGANIZED 1871 
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-632 276.46 

94,668.092.00 
14,138,137.61 
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to prove the salability of our Policies. 


More than two million of them in 
force-—hundreds more written every busi- 


E INSURANCE COM 
OF BOSTON MASSACHUSETTS 


WILLIAM N. COMPTON 


General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 











Courtesy is one of the most valuable 
assistants the life insurance agent can 
have. It keeps open the door that, 
without it, would be closed. It brings 
the friendship of the folks on the debit. 
It makes them look upon his weekly 
visit with pleasure. It generates con- 
fidence in the mind of the big Ordinary 
prospect. It wins an interview. It 
goes far toward putting the prospect’s 
signature where it will do the most 
good. The “smooth fellow” isn’t the 
courteous man. Mr. Smith thinks only 
of himself. Courtesy means being re- 
gardful of the rights of others. It is 
the Golden Rule applied. It is easy to 
obtain. The formula is simple: Treat 
others as you want to be treated. Cour- 
tesy is one of the foundations of the 
structure of the successful care of the 
debit. 

. * 

There is a loud call to every one of 
us to consider well the great impor- 
tance of little things and the vital nec- 
essity of properly looking after them, 
of being ever on the watch to see that 
they do not cause loss or failure. Who 
can determine how much success or 
failure depends upon how well or how 


poorly little things are looked after? 
How many times have Fieldmen lost 
good business through being just a 
few minutes late in keeping appoint- 
ments, in not being on time every time? 
Again, how often have well-canvassed 
cases been snatched out of the hands 
of solicitors by some watchful worker 
of some other company, simply be- 
cause the men who worked up the 
prospects in the first place were over- 
confident of their grip on the business 
and delayed following it up to a finality 
long enough to allow the other fellow 
to jump in and scoop it? The moral, 
the lesson and the meaning of it all 
are: Never forget that all the great 
successes of life are built up on little 
things. Therefore, “despise not the 
day of small things.” 





SOUTHLAND LIFE’S PROGRESS. 

The Southland Life of Dallas, re- 
ports that business for April is showing 
a handsome increase, the issued busi- 
ness for the first fifteen days being 
over thirty-two per cent. greater than 
that issued for the same period in 
March, and March was one of the best 
months in the history of the Company. 
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FIRES IN SUBURBAN RESIDENCES. 

How to deal with the expensive sub- 
urban residence is one of the problems 
worrying fire underwriters at the pres- 
ent time, the recent burning of a num- 
ber of such properties on Long Island 
having emphasized anew the long recog- 
nized fact that risks of this character 
are unprofitable to the companies writ- 
ing them. 

For the most part the type of build- 
ings under review are located in iso- 
lated spots, frequently upon naturai 
elevations, and in ninety-five cases out 
of every hundred beyond the reach of 
even such protection as is afforded by 
village or small town fire departments. 
Where private fire fighting facilities are 
maintained, they are woefully inade- 
quate, and their usefulness reduced in 
many instances through the ignorance 
of those charged with their operation. 

It is a noteworthy fact that the de- 
struction of the expensive private resi- 
deuce, occurs as a rule, while the house 
is being put into condition for the re- 
ception of its owner. Containing nu- 
merous rooms, open fire places and 
other heating systems usually under 
good headway, it is assumed that ser- 
vants are not as careful at such times 
as they would be when their masters 
and mistresses are about, and fire once 
started finds plenty to feed upon in the 
rich furnishings to be found in proper- 
ties of this type. 

Considering the hazard involved, it is 
not surprising that dwellings costing 
$75,000 or over, and located within a 
radius of fifty miles of this city, have 
for years been regarded as undesirable 
by insurance men. 

Two remedial measures are offered; 
one sharply increasing rates upon the 
class, and the other insisting upon the 
owners becoming co-insurers for sub- 
stantial percentage. 





WHITHER ARE WE DRIFTING? 

In a majority decision the Unite1 
States Supreme Court has affirmed the 
right of a State to fix fire insurance 
rates, the only alternative left the com- 
panies unwilling to do business at the 
figures arbitrarily named by ruling 
bodies being withdrawal from the terri- 
tory. 

As the ruling in the Kansas case 
becomes known generally throughout 
the country States other than those 
now having rating laws may be counted 
upon to enact such legislation, creating 
thereby a serious situation for under- 


writing organizations and in all likeli- 
hood forcing a good percentage of 
capital now employed in the fire insur- 
ance business to seek investment in 
other and more attractive channels. 
The full significance of the decision 
given by the eminent jurists, may be 
understood through perusal of the 
strong dissenting opinion of Justice 
Lamar who asserts that the ruling “is 
not a mere entering wedge, but reaches 
the end from the beginning and an- 
nounces the principles which point in- 
evitably to the conclusion that the 
price of every article sold and the 
price of every service offered can be 
regulated by statute.” 





CONNECTICUT REPORT. 


Among the insurance commissioners 
who make annual reports not of the 
conventional nature is Burton R. Mans- 
field of Connecticut. Mr. Mansfield be- 
longs to that group of commissioners 
which is giving its best thought to solv- 
ing problems of the business. His re- 
port discusses classification, Federal 
supervision, standard fire policy, agents 
and other questions in a thoughtful and 
interesting manner. His - compilation 
of statistics of various kinds differs in 
many respects from figures in other an- 
nual reports, having more variety. 

Mr. Mansfield’s plea for national 
supervision, however, will be met by a 
divergent opinion. Most of the life 
companies favor national supervision; 
many of the fire companies do not, 
while the casualty companies are also 
divided. 


HOME LEADS AT WASHINGTON. 








New York Company First in Premium 
income for District of Columbia— 
Northwestern Nat’! Second. 





With receipts of $54,776 the Home of 
New York led all other fire insurance 
companies in point of premium income 
from the District of Columbia last 
year. The Northwestern National, 
which has always been an aggressive 
seeker for business at Washington held 
second place with $36,330 to its credit. 

In turn the stock companies collect- 
ing $10,000 or over from the territory 
were as here given: National Fire, 
Conn., $27,654; Liverpool & London & 
Globe, $26,684; Insurance Co. of North 
America, $26,553; Royal, $26,050; Fire- 
mens, Washington, $26,037; German- 
American, New York, $24,363; National 
Union, Washington, $17,555; North 
British & Mercantile, $15,580; German 
American, Washington, $15,327; Conti- 
nental, $15,216; Hartford, $14,586; 
Potomac, $13,421; Corcoran, $12,641; 
Scottish Union & National, $12,546; 
Northern Assurance, $12,314; Spring- 
field Fire & Marine, $12,043; American 
Central, $11,952; American of Newark, 
$10,685; Arlington, Washington, $10,- 
546; Aetna, $10,057. 

The aggregate fire premiums received 
by all companies was $709,754; with 
losses paid of $291,229. 





SYRACUSE INSURANCE CENTER. 

Leonard, Turnbull & Johnson have 
moved into the New Cahill Theatre 
Building, Syracuse, N. Y., where they 
have installed new cabinets for keep- 
ing tmportant records and have an un- 
usually well-equipped office. This is in 
the same block where is located the 
Underwriters Association of New York 
State and in the 400 Block of South 
Salina street, which has become the in- 
gurance center of Syracuse. 


Willlam P. Burrill, head of the Bast 
Orange Social Settlement, gave a talk 
on insurance last week before the 
colored branch of the Orange Y.M.C.A. 














GEORGE T. DEXTER. 





George T. Dexter, vice-president and 
agency superintendent of the Mutual 
Life, of New York, usually feels the 
call of the fin and the feather about this 
time of year and goes hunting and fish- 
ing up at Three Lakes, Canada. This 
year some agency meetings and other 
important business will prevent the 
customary trip up into the picturesque 
and wild northern country. A number 
of congenial men of prominence who 
have a love of nature and _ sport, 
formed the Megantic Fish and Game 
Corporation which maintains a com- 
pletely equipped camp up in the woods 
at Three Lakes. 

* 


Kari Collins, of Philadelphia, a Fidel- 
ity Mutual Life leader, wanted just a 
few more thousand of life insurance to 
turn in to his Company in honor of 
President Walter LeMar Talbot and was 
pondering where he would strike for it 
when he thought of an old friend of 
his who had gone to Chicago and done 
well. Mr. Collins wrote a letter, saying 
he wanted to write him for $5,000 and 
then communicated with A. V. Weil, 
Fidelity Mutual Manager at Chicago, 
who closed the case. Now they’re say- 
ing that Collins can land ’em even if 
they’re a thousand miles away! 

~ - 


Mrs. Vera S. Clark, of Oregon, is an- 
other Western woman who does team 
work with her husband in writing life 
insurance. C. C. Clark and Mrs. Clark 
represent the New York Life and both 
are headed for the Company’s $100,000 
Club this year. Mrs. Clark started new 
to the business in November and by 
December 31 she had written and ex- 
amined $35,000. In the three months of 
1914 she has written $21,000. Last week 
we mentioned in this column the fine 
work of Mrs. Fred W. Revoice of 
Denver, who was piling up applications 
during Mr. Revoice’s illness. The 
ladies are coming into their own. More 
V. for W.! 

s s o 

F. W. Donaldson, a special agent of 
the Fidelity and Casualty Company in 
Toronto, has stepped from inspection 
work to business production. He has 
been in the steam boiler business for 
twenty-two years. For nineteen years 
he was inspector and special agent for 
the Hartford Steam-Boiler Inspection 
and Insurance Company in Canada. He 
left that company in December, 1908, 
to take charge of the sales department 
of the Butterworth Foundry Company of 
Ottowa. About three years later he be- 
came connected with the Fidelity and 
Casualty Company and recently he won 
a prize in a special agency contest, 
showing the success he has made in the 
new field. 


The Human Side of Insurance 





Sir Henry Knight, who has many 
friends in the insurance business in 
this country, formed when he came here 
many years ago to appoint American 
trustees of the old City of London Fire 
Insurance Company, of which the late 
John C. Paige, of Boston, was United 
States manager, is at the Biltmore. Sir 
Henry, who is eighty years old, is a 
former alderman, sheriff and Lord 
‘Mayor of London. Yearg rest lightly 
on his shoulders, however, and he 
travels many thousands of miles each 
year, largely to renew acquaintance 
with friends of many years standing. 
Among his annual journeys is a visit 
to America, which country he greatly 
enjoys, despite the fact that the City 
of London was “burned out” in the 
United States. 

A quaint, whole-souled and attractive 
personality he is one of the most in- 
teresting figures in the life of the 
world’s metropolis. He still sits on the 
bench in important cases, being a 
magistrate by virtue of his former 
office of Lord Mayor. 

a + o 


Carl Schreiner, United States man- 
ager of the Munich Reinsurance Com- 
pany, is visiting Germany. A great 
many stories revolve around the vigor- 
ous and striking personality of Mr. 
Schreiner. A company manager who 
has been doing business with him said 
that in fifteen years he had never 
known of a mistake in book-keeping to 
be made by the Munich office. Mr. 
Schreiner accepts without minute in- 
spection and checking up the figures of 
companies with which he has treaties. 
He rarely questions a loss statement. 
An insurance company official asked 
him recently if he did not get “stung” 
occasionally. Mr. Schreiner’s charac- 
teristic answer was this: “When I do 
business with a man I figure that he 
is honest and if I find that his figures 
are incorrect I regard it as a mistake. 
If it occurs the second time, and I 
think he is trying to put something 
over, I immediately cancel the treaty.” 

* . - 

Andrew P. Martin, of Nashville, Tenn., 
after twenty-one years service with the 
Postal Telegraph Co, and for nine years 
manager of its Nashville office, has re- 
signed to accept a contract with the 
Fidelity Mutual Life. Mr. Martin has 
been with the Fidelity one month and 
in that time submitted twenty-two ap- 
plications. 

7 + = 

Assistant Manager Kehoe, of the New 
York office of the Fidelity Mutual Life, 
invited Saul Alexandre to motor with 
him to Brighton Beach some days ago, 
and, upon slight persuasion, included in 
the invitation a friend of Mr. Alex- 
andre’s who bore some of the ear marks 
of a promising prospect. The ozone did 
the trick. Before Brighton Beach was 
sighted Mr. Prospect cut short the de- 
bate. “I’ll surrender,” he said; “where 
do I sign?” But like Tom Sawyer of 
old, “Saul” insisted that so unusual a 
case called for unusual treatment. It 
wasn’t an every-day occurrence to write 
insurance on the run, The motor car 
was brought to a halt, the camera 
brought into action, and a snapshot 
taken of that very pleasing picture—a 
prospect signing up for $5,000. 

* + 

George W. Smith, an insurance 
broker, with an office at 164 Montague 
street, Brooklyn, and general local 
agent for the New York Life Insurance 
Company, died suddenly on Monday 
night at his home, 609 Mansfield Place, 
Flatbush, of heart disease. Mr. Smith 
was 46 years of age. 

* 7“ * 

F. J. McManus who has had a valu- 
able experience as a salesman in other 
lines of business hag joined the staff 
of the Northwestern Mutual Life at 
Syracuse, N. Y. under General Agent 
Charles T. Brockway. 


————— — ~=11 


a ty ee ee ee ey ee oe an ae | Qa 6@64.b we & 


co et 


meer ao. eS 4 


cone SO AD oO 


Sore CO Me we Oo 


Bepeasc 








April 28, 1914. 





THE EASTERN UNDERWRITER 








—_— 











| Fire Insurance Department | | 











N.Y. STATE ASSOCIATION BUSY 


WILL MEET EVERY OTHER MONTH 








Numerous Important Matters Con- 
sidered at Latest Gathering—New 
Members Admitted. 





In future meetings of the Underwrit- 
ers’ Association of New York State will 
be held every other month instead of 
quarterly as at present, the rapid ac- 
cumulation of important matters rend- 
ering such proceedure highly desirable. 


Some years ago meetings were held 
monthly but under the reorganization 
plan the practice was abolished and 
quarterly gatherings decided upon in- 
stead. 

Recent accessions to membership in 
the organization include the Globe and 
Rutgers and the Globe Underwriters of 
New York city; Buffalo German and the 
lately organized Seneca Fire of Buf- 
falo; Peoples National and the United 
Firemens of Philadelphia, Columbian 
National of Detroit, and the New Bruns- 
wick Fire of New Jersey. 

While a report from the special com- 
mittee of the State Association named 
to deal with the admission of mutual 
companies to board agencies was re- 
ceived at the Association’s latest meet- 
ing, no action was taken upon it, nor 
does it appear likely that anything will 
be done; certainly, not in the near 
future. 

As successor to G. R. Allis resigned 
some months ago to accept a special 
agency for the Northern Assurance 
Company of London, the State Asso- 
ciation engaged as sprinkler engineer 
B. R. Martin formerly with the General 
Fire Extinguisher Company, and a man 
unusually well versed in his specialty. 

While certain members of the Asso- 
ciation favored Loon Lake as the place 
for holding their July gathering, the 
Majority inclined to Coopertown, and 
the latter place will likely be chosen. 





ATTITUDE OF INSURANCE DEPT. 





Superintendent Will Not Force Outsid- 
ers to Join New York State 
Association. 





The meeting a few days ago of the 
companies which are not in the Under- 
writers Association of New York State, 
and which have been given until June 
1 to file their schedules with the New 
York Insurance Department was larger 
than expected, several company offi- 
cials coming from the meeting of the 
Western Insurance Bureau in Washing- 
ton. 


Herbert Buxton acted as secretary, 
and the rating situation in the State 
was threshed out. The Frelinghuysen 
companies were not represented, it be- 
ing reported that they will join the 
State Association. The Globe & Rut- 
gers and the Globe Underwriters have 
already joined, as was printed in The 
Eastern Underwriter, of last week. It 
ig now understood that the Buffalo-Ger- 
man too has joined. There was some 
discussion regarding the proposition to 
form an association of companies which 
are not members of the Underwriters’ 
Association of New York State. Some 
companies feel that this would prove too 
expensive; others believe it could be 
accomplished if the proposed associa- 
tion did not attempt to do too much. 


Visit insurance Department. 


At Friday’s meeting a sentiment was 
expressed that the insurance depart- 
Ment should be sounded again regard- 
ing its attitude toward the non-associa- 
tion companies. Since Superintendent 
Emmet issued his order for rates to the 


non-association companies, a new com- 
missioner has taken office. A commit- 
tee made a visit to the insurance de- 
partment and was assured that there is 
no desire on the part of the commis- 
sioner or his representatives to force 
the non-association companies into the 
State association. However, the depart- 
ment asserts that the rate law makes it 
necessary that some information must 
be filed so that the department may 
know what these companies are charg- 
ing for insurance in this State. 

The old committee consisting of Lee 
Elliott, of the Ohio Farmers; Fred 
Decker, of the Starkweather & Shepley 
companies; John J. Sharkey, of the 
Northwestern National; C. S. Conklin, 
of the Assurance Company of America; 
and N. A. Weed, of the Teutonia, of 
Pittsburgh, was continued. Another 
meeting of the companies will be held 
later. In the meantime, Mr. Elliott, of 
the Ohio Farmers, is having printed a 
letter which will be sent to the thirty- 
six outside companies regarding the rat- 
ing situation here. 





KENTUCKY CONFERENCE. 





Meeting at Seelbach Hotel, Louisville, 
Yesterday—Companies to Meet in 
iNew York To-morrow. 





At the invitation of the Governor, 
Auditor and Attorney General of Ken- 
tucky, a committee of underwriters con- 
ferred with Kentucky State officials at 
the Hotel Seelbach yesterday. Business 
men in the Blue Grass State are in a 
condition of panic fearing that a big fire 
will occur while the insurance compa- 
nies are out of the State. Great pres- 
sure is being brought to bear on the 
State officials to compromise the issue 
with the companies and induce them to 
resume writing business there. 

The insurance committee which con- 
ferred with the Kentucky officials con- 
sisted of Messrs. A. G. Dugan, of the 
Hartford; David Rumsey, of the Conti- 
nental; Neal Bassett, of the Firemen’s 
of Newark; E. G. Richards, of the 
North British & Mercantile; and S. Y. 
Tupper, of the Queen. 

A meeting of companies will be held 
in New York on Friday of this week 
at which time the results of the Louis- 
ville conference will be acted upon. 


INTEREST IN KENTUCKY. 





Cincinnati Paper Sends Man Here to 
Report Conference of Fire Insur- 
ance Companies. 





Daily papers in States bordering on 
Kentucky are following closely the fire 
insurance developments in that State. 
When the companies met here on Fri- 
day of last week a man was present 
who was unknown to the underwriters. 
Upon inquiry it was found that he rep- 
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cost of the American Ash Heap— 
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ing facilities. It takes time to reach 
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stant protector. 
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READY TO GIVE INFORMATION. 





State Association Secretary Prepared to 
Explain Dwelling Schedule to 
Rochester Agents. 


Rochester, April 21.—Local agents 
have been advised by the Underwriters 
Association of New York State that if 
there are any phases of the recently 
promulgated dwelling house schedule, 


not altogether clear, Secretary Ralph 
Potter of the governing body, would bs 
glad to discuss the matter with them. 
Agents here, as readers of The 
Eastern Underwriter are aware, freely 
criticised the new schedule, declaring 
that its application in this city would 
not produce the results anticipated by 
those responsib‘e for its preparation. 


BUFFALO VIEW OF EXPENSES. 


In commenting on the expenses of 
agents in getting business, O'Brian & 
Co., of Buffalo, who represent the 


London & Lancashire, Boston, Hanover, 


WAITING UPON ADAMSON. 





Underwriters Interested in Further 
Plans of Fire Commissioner for 
Safeguarding New York. 





Underwriters are waiting with con- 
siderable interest the further plans of 
Fire Commissioner Adamson for safe- 
guarding the citizens and property of 
this city against serious fire and feel 
assured that whatever measures are 
adopted will be effective. 

Some weeks ago Mr. Adamson had a 
conference with a number of company 
nmepresentatives upon the general sub- 
ject of fire prevention. Later the com- 
missioner named a general committee 
appointing as members thereof repre- 
sentatives of each of the leading com- 
mercial bodies of the city; fire insur- 
ance interests being represented by 
Frank Lock, United States manager of 
the Atlas Assurance Company. 





40,000 LOSSES A YEAR. 
One of the leading American fire in 





resented a Cincinnati paper. He was Union Assurance and other companies, surance companies reports that its 
told that no outsiders could continue said to The Eastern Underwriter this josses have been averaging 40,000 a year 
present, and left after saying that his week: for the past five years. Another com- 
paper was exceedingly desirous of “We figure that our operating ex- pany, with one-third the premium in- 
learning what the companies intended penses are approximately 8 to 10 per come, has averaged exactly one-third 
to do. cent.” the number of losses. 

ORGANIZED 1848 = W. E. HAINES, Secy. 
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MEANING OF MORTGAGE CLAUSE 


AS INTERPRETED BY THE COURT. 








Interesting Decision in Suit Instituted 
by an Elmira Local 
Agent. 





In passing upon the case before it 
on appeal of Jacob Coykendall, a prom- 
inent local agent of Elmira, against 
Frank B. Blackmer, to collect premiums 
upon a number of fire insurance policies, 
the Supreme Court of New York,: Ap- 
pellate Division, judicially interpreted 
the mortgagee clause in the standard 
policy. 

The right of the plaintiff to recover, 
the court in its decision held, rested 
upon whether the clause “provided that 
in case the mortgagor or owner shall 
neglect to pay any premium due under 
this policy, the mortgagee (or trustee) 
shall, on demand pay the same,” should 
be construed as a covenant upon the 
part of the mortgagee to pay the pre- 
mium in the event of the neglect of 
the mortgagor to pay the same, or 
should be construed merely as a condi- 
tion which, if not complied with by 
the mortgagee, would foreclose him of 
the right to a recovery given him in 
the preceding portion of the mortgagee 
clause, notwithstanding the happening 
of any of the prohibited matters speci- 
fied therein, which under the conditions 
of the policy itself, would render the 
policy void. “It must be conceded that 
unless the clause in question consti- 
tuted a covenant, no recovery can be 
had in this action. We are of the opin- 
ion that the word ‘provided’ was used 
in the sense of ‘if’ or ‘on condition,’ 
and hence that the clause referred to 
should be construed as a condition and 
not as a covenant.” 


* + # 


“Unquestionably the mortgagee clause 
constituted a new agreement between 
the insurance company and the mort- 
gagee, and was attached to the policy 
for the purpose of enabling the mort- 
gagor to perform the covenant of in- 
surance contained in the mortgage, and 
in consideration of the taking of the 
policy by the mortgagor. It must be 
interpreted in such manner as to carry 
out the intention of the parties, and 
for that purpose the whole clause must 
be considered. While the mortgagee 
clause was for the benefit of the mort- 
gagee in the respect before referred to, 
it was for the benefit of the insurance 
company in that it required the mort- 
gagee to notify the company of any 
change of ownership or occupancy or 
increase of hazard which should come 
to his knowledge and to pay the pre- 
mium for the increased hazard; other- 
wise the policy should be null and void. 
It also gave the insurance company, 
upon the payment of any sum to the 
mortgagee as loss or damage under the 
policy, the right, upon claiming that as 
to the owner no liability existed, to be 
subrogated, to the extent of such pay- 
ment, to all the rights of the mortgagee, 
or at its option to pay the mortgagee 
the amount of the mortgage and receive 
an assignment thereof, and of all the 
securities held as collateral to the mort- 
gage debt. 


“The apparent meaning of the mort- 
gagee clause is that the insurance, as to 
the interest of the mortgagee shall not 
be invalidated by any act or neglect 
of the mortgagor, if the mortgagee shall 
on demand pay any unpaid premium 
and hence that if the mortgagee shall 
on demand neglect or refuse to pay the 
unearned premium, he shal! no longer 
be entitled to avail himself of the stipu- 
lation that no act or neglect upon the 
part of the mortgagor shall invalidate 
the policy, but the insurance of the in- 
terests of the mortgagee shall there- 
after be governed by the policy itself, 
and this was doubtless the relation of 
the mortgagee and the insurance com- 
panies following the demand of the com- 
pany for the payment of the premium 


in January 1911, and the neglect of the 
mortgagee to pay the premiums.” 

The judgment previously secured by 
the plaintiff in the action was revived; 
all judges concurring in such action. 





CARELESS CONTRACTS. 





Firemen’s Fund Comments on Decision 
in Case Where Application Dated 
After Policy’s Issuance. 





A fair exsample of carelessness on 
the part of fire insurance companies in 
making “careful contracts” is brought 
to notice by a Supreme Court decision 
in an eight-year old case, involving a 
large number of companies, with $50,000 
or so insurance, in which the signed ap- 
plication taken by one of the more care- 
ful companies, having a large line, was 
relied on by the company and its re- 
insurers as a good defense—so good 
that after various trials, in which the 
claimant was defeated on the ground 
that the application did not state the 
facts, the Supreme Court waked up and 
discovered that the signed application 
was dated two days after the policy 
was issued, and consequently the policy 
contract was not based on the signed 
application. Judgment ordered entered 
for plaintiff with eight years’ interest. 

The court was not bound to consider 
that the company might have cancelled 
the policy if the signed application has 
not been furnished; the other companies 
carried the risk without a signed ap- 
plication. 

The court could not take into con- 
sideration the heavy insurance over the 
value and loss as adjusted, or take into 
consideration any guesswork as to| 
motif of the fire, if any; it was con-} 
fined wholly to the misfit, cart-before- 
the-horse contract, as made by and be- 
tween the representatives of big mon- 
eyed insurance interests and the claim- 
ant, and had to be governed in accord- 
ance therewith. 

The frequency of careless contracts 
and loss of coin consequent thereon is 
likely to replace the “drunken sailor” 
as a money scatterer by the “sober in- 
surance agent.” 

Wagering $60,000 in coin against 
$15,000, of $6,000 against $1,500, or $609 
against $150 worth of property—the 
property-owner having the deal, cut and 
shuffle—doesn’t pay, and would not be | 
indulged in in any wager game other 
than insurance. 

The insurance wager that the insured 
must chance to lose more than he ould 
possibly win is in order, but the wager 
that he will, in case of misfortune, win 
more than he chances to lose, will not 
command his untiring watchfulness to 
avert such misfortune. 

The rate of premium, based on the 
law of average of the “unavoidable ac- 
cidents,” that bring loss to the com- 
panies and to the insured, does not con- 
template a bid for an accident profitable 
to the insured.—Fireman’s Fund Record. 





Frank B. Cox has been elected chief 
of the Canandaigua, N. Y., fire depart- 
ment. 
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AVY LONG ISLAND LOSSES the house but some brick chimneys. In 
HE the house were valuable paintings. 
The Burgoyne fire is thought to have i 
TWO MILLION SINCE JANUARY 1, been started by defective wiring. Fire, Tornado and Automobile Insurance 
; The Rates on Burned Property. 4 
pone = Sensis ae —— All of the properties named above as Am erican of N ewa rk 
Fire sted having burned recently were specifical- Chartered in 1846 
. ly rated; the Cravath risk paid an an- Capital Stock _- « $1,000. 900. oo 
‘ a ° ° 
State Fire Marshal Ahearn has un- nual rate of 59 cents upon building and Special Reserve Fund - 300,000.00 
contents; 40 cents on the stables and NetSurpluse - - - 3,252,859.29 
dertaken an investigation of conditions all other out buildings, and $1.27 an- _ eee OO ae 
which seem to make it possible to save 4 2 Total Assets - - $10,004,903.21 
etry residences of millionaires nually upon automobiles. The term rate 
ver a small fire starts. The lack of “82% times the annual. pte ornate sg anata 
after 2 | water power im hydrants has .,7¢ Vanderbilt residence was rated C. E. Sheldon, V. Pres’t. C. W. Bailey, V. Pres’t. 
sufficien Dp y at 64 cents upon buildings and contents, F. Hoadley, Secretary A. C. Cyphers, Treas. 
been pri oo Fong of a a and 82.5 upon stables and garages 
— on Long Island which have cost the in- : 
=. urance companies heavily. The Brook- while the Taylor mansion at Cedarhurst 
~ Eagle estimates that the fire losses Was charged 57 cents, with 35 cents for 
stables and general outbuildings. John- 
on ent ee te - _ son & Higgins of this city place the MIDDLE DEP ARTMENT MEETING 
reache nalts im Cravath business, while the Taylor line G ERMANIA 
— 26—Port Washington shipyards is controlled by Wilcox, Peck & Hughes. REMOVE NIGHT WORK CHARGES. 
with here er + — — ow COMMISSION IS OBLIGING. Table Market Value Clause Amendment FIRE INSURANCE COMPANY 
Se sutth, Aan ic i. Seana Atlantic City Meeting in July— NEW YORK. 
ey —Garage on estate of E. R. Pennsylvania Rate Probers are Waiting Field Club Dinner. 
Chapman at Great Neck, $25, 000. April Call of Cities Which Want At the meeting last week of the Un- ie Sg 
3.—Residence of Mrs. Jessica Keene rie taneranse Savegigeten, derwriters’ Association of the Middle ORGANIZED 1859. 
L ,000. April 9. 2 
~ Taylor, at Sree ER Chapman, _ Media, Pa., April 21.~The Joint Com- department the night work charge on a 
=, Great Neck, $35,000 April 14.Resi. Mission of the Pennsylvania Legisla- all classes was removed. 
dence of Paul D. Cravath Locust Va]. ture to Investigate Objects, Methods The Association also voted to table Statement, January 1, 1914. 
ley, $175,000. April 14.—Residence of 80d Practices of the Various Combina- the amendment in the market value| | Cash Capital ....... $1,000,000.00 
Raymond E. Baylis, Huntington, $30, ‘ions of Fire Insurance Companies, is clause, a copy of which was printed in|] Assets ............ 7,260,197.27 
000. April 15.—Residence of Mrs. P. F. Waiting the call of some city to visit — Mestern Underwriter of last week. Net Surplus ........ 2,596,266-99 
Collier, $40,000. April 15,—Residence ‘eSPite the experience of the commis- ” se meeting of the Association | | Surplus for Policy 
- Stephen "H Burgoyne, Great Neck, in in Wilkes-Barre where it was prac- “% 1 be held in Atlantic City on July Holders ......... 3,596,266.99 
$70,000 . : * tically made the tool of a ring of poli- al field men will bring their 
ag ticians and newspapers. R. J. Baldwin : 
— This totals pase ty a there nares chairman of the commission, said to , The meeting last week was unusual | 
te been many other fires of lesser conse hens in one respect: there were three pre-| HEAD OFFICE 
quence. It is recalled, too, that the The Eastern Underwriter to-day: idi in diff ont 
residence of Henry P. Dayison at Glen , We have already held four sessions. - r 4 officers at different times dur-| | Cor, William & Cedar Streets 
Cove burned a year ago, causing a The first was held in Philadelphia, the 'f the session. ah 
$150 000 loss; Robert Bacon's $250 000 second in Pittsburgh, the third in th2 d e dinner of the new field club was 
, ese a ote lhe ea a city of York, and the fourth in the ™@de unusually interesting by the im- 
Thomas Hostling’s place also had a city of Wilkes-Barre. We will certainly ag _—- delivered by Frauk | 
$200,000 fire hold two more sessions. If there Athe ’ a tates manager of the| For The Protection Of It 
Carelessness of employes has been Should be a demand from any section ne pod a many — in i or ihe Frotection s 
expensive to the companies, and insur- Of the State that we hold sessions in > ended » whch was enthusiastically Policy Holders 
, ence oficinls ony that all firms that their locality, we will probably comply, pplauded. 
contract to make repairs or undertake ‘f it is apparent that any other infor Bij ape: pHIA SOCIETY MEETS THE H ANOVER 
the renovation of country homes lo- mation can be obtained. The report of ; , . 
cated at a distance from the fire de- the Commission will not be ready be- The April meeting of the Fire Insur- : 
partments should be required to fur- fore September.” pena He sad . iy — Fire Insurance Company 
é D on ‘Monday of this week. ‘ . Fos- HAS A 
h bond ffi i h 
~a a 2 - = ~~ -. — = COMPOSITION OF ASBESTOS. ter, chief engineer of the Independence Cash Capital " $1,000,000.00 
owners against Hre caused Dy the Ca Inspection Bureau, spoke on “Accident | Cash Assets ‘ ; 4.743.233.00 
lessness of the men employed to do the L. R. Hoff, of the H. W. Johns-Man- Prevention.” F | Surplus to Polic ilar reine: 
—_ work. ville Company, made a report on the a oo Pract 1.960,00000 
—— The fire which destroyed the country manufacture and use of fire prevention President Parkhurst, of the Franklin. 
residence of Mrs. P. F. Collier, widow materials at the April meeting of the oe é The real strength of an insureace company to te 
> Fire, has joined the Fire Insurance the conservatism ts management, and the man 
of the New York publisher, is said to Fire Insurance Society of Philadelphia. Society of Philadelphia agement of THE HANOVER is ab absolute as- 
have been due to the explosion of a Most of the report was devoted to asbes- ° surance of the cscurtiy of Ne policy 
tank of benzine. Painters and plumb- tos. Mr. Hoff gave the following as | R. EMORY WARFIELD - President 
ers were at work when the fire started. the average chemical composition of | J JOSEPH McCORD .- Vice-Pres. & Sec’y 
The Southampton Fire Department was the Canadian chrysotile asbestos: 0 H N C ‘ PAIGE C 0 . WILLIAM MORRISON -  Asst.Sec'y 
notified by them immediately, but in- Silica, 40 per cent.; magnesia, 42 per JAMES W.HOWIE - - Gen. Agent 
side of two hours nothing remained of cent.; ferrous oxide, 3 per cent.; INSURANCE HOME OFFICE: 
— alumnia, 1 per cent.; water 14 per _ Hanover Bidg., 34 Pine St. 
MUTUAL MARINE COMPANIES. cueieeder Gens 65 KILBY ST. BOSTON, MASS. NEW YORK 
In the Massachusetts Senate there te te Riess <. Soak “— total | 
y - iderable debat n Thursday ’ ’ 
af est week a % bill providing for amount of cyclone insurance t. force THE OLDEST FIRE INSURANCE COMPANY CHARTERED BY THE 
the organization of mutual marine in- in Minnesota was but $30,776,951. Dur- STATE OF NEW JERSEY (Chartered 1811) 
surance companies on the ground thit img the year this was nearly doubled, 
_ they were mainly to cover insurance $25,593,646 being added, bringing the 
fis on automobiles, and that the measure <= up to ge poco ial 
did not provide sufficient protection for e amount of premiums collected on 
the insured. Mr. Wells, of Essex, de- this business was $28,645.58 and the 
fended the bill as simply allowing for Icsses paid $19,871.64. INSURANCE CO 
an extension of the principle of mutual Hail insurance written by mutual ° 
insurance, and said it was endorsed by companies during the year totaled $7,- NEWARK, N. J. 
the insurance commissioner. The bill 704,428 and the cash received by the STATEMENT JANUARY 1, 1914 
was finally engrossed without a roll i was Ps The hail ES ehh aie aa Reel aa hetdes anne ween $2,009,888.00 
call. osses paid were yous. EE Ee ee ee ee 500,000.00 
ED BOD PUR CUE oc ci ccccccccccseveeve $1,107,131.00 
TWO HUNDRED AND FOURTH VEAR | Responsible Agents wanted in Cities and Towns where Company is not 
SUN || WESTERN | oo 
INSURANCE OFFICE OF LONDON ASSURANCE CO. | — 
cuminhidate Gene Insurance Company, Ltd, 
of Toronto, Canada OF YORK, ENGLAND 
UNITED STATES BRANCH: FIRE and MARINE: stablished 1824 
54 Pine Street - New York || cent, ee as ne The “YORKSHIRE” is the Odes and Strongest of the English Fire Companies not here- 
‘ Xs : } ore represented in the United es 
30S ae mo.” ae January 1, 1914 FRANK & DuBOIS, U. 8. Managers ERNEST B. BOYD, Underwriting Manager 
iio 1 ‘mate wow York ‘Life insurance & Trost Gon Us 8: Trustee, Of Wall Street 
> . | UTplus IM U. DS... ee ceeeceeceees ew Yor e Insurance rast Co,, U. 5. us 
ee See || W. R. BROCK, President PACIFIC COAST DEPARTMENT, McClure Kelly, Manager, San Francisco, Cal. 
N. W. Cor. Sansome & Sacramento Sts. | | en NORTH & SOUTH CaROLEmA DEPARTM Harry R. Bush, Manager, Greensboro, N. C. 
San Francisco, Cal. |] W. B. MEIKLE, Vice-Pres. & Gen. Man. OUTHEASTER RTM ENT, Harr ENT, Dargan & Hopkins, Managers, Atlanta, Ge. 
core . | Louisi au | yoo te JAS. B. ROSS, Manager, New Orleans, La. 
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BROKERS’ ACTIVITIES 











LINE TOO BIG FOR EUROPE. 





So Italian Government Places Excess 
on Italian Batteships in Com- 
panies Over Here. 





An interesting sidelight on the writ- 
ing capacities of European fire insur- 
ance companies was seen a few days 
ago when some insurance was placed 
here on Italian battleships. The Italian 
government is building two new war 
vessels. It wanted these ships insured 
for 45,000,000 lira, or $9,000,000. It was 
impossible to get enough coverage 
abroad and the excess was sent here 
where it was paced by R. H. Folsom. 

It is unusual for European risks to 
be offered in the American market, and 
the warship line attracted considerable 
attention. The incident also proves 
that larger lines can be placed here 
than in Europe because for the 
battleships the combined facilities of 
European companies were exhausted. 
The Duveen Art Store line placed here 
some months ago was larger, a $10,- 
000,000 line. 


* * * 
Princeton University Rates. 


The making up of new rates for 
Princeton University is regarded by 
William street underwriters as a work 
or art. The line was formerly written 
at a cut rate. The rate is now “regu- 
lar,” but has been applied so cleverly 
that the assured is not out of pocket. 

” * om 


State-Wide Brokers Understanding. 


The insurance brokers in Rochester, 
N. Y., have written to New York for 
information about the Fire Brokers As- 
sociation of New York and they are 
considering forming an organization 
similar to the local one. This is along 
the line of a State wide movement for 
a better working agreement between 
brokers. At the present time there are 
brokers’ associaticns in Buffalo, Brook- 
lyn and New York. The demands for 
data asked by the State Firemen’s As- 
sociation has drawn New York State 
brokers closer together. 

cad * * 


Fortune Favors Lloyds. 


A line of $50,000 covering on one 
of the millionaire Long Island resi- 
dences, recently burned, was mailed by 
the brokers handling the risk to Lloyds 
at London, with the request that they 
cable their acceptance or rejection of 
the offering within two hours of its re- 
ceipt. Several days before the appli- 
cation reached London the cable car- 
ried news of the total destruction of 
the risk, thus saving to the individual 
underwriters a very substantial sum— 
assuming of course, that they would 
have accepted the line. 

+ * 


Motor Underwriters’ General 


The Manufacturers and Dealers 
Motor Underwriters is the name of a 
new general agency representing the 
automobile departments of the Fidelity 
Underwriters, of New York, and the 
United States Casualty Company. The 
general agency will give expert advice 
to brokers with reference to adjust- 
ment of automobile losses. 


Agency. 


* * * 


Placing Country Estates. 


One result of the publicity being! 
given to the fires on country estates, 
particularly on Long Island, has been 
a rush of wealthy owners of detached 
property in Westchester County, New 
Jersey and Long Island for insurance. 
Many of these assured have not car- 
ried much insurance heretofore. 

One line that was put through this 
week covered the handsome estate of 
Emerson McMillan in the Ramapo Hills | 
section of New Jersey. The line runs | 
close to $460,008. Brokering this busti- | 





ness Was not easy, as companies are 
cutting down on their lines and some 
of the large companies are not carry- 
ing more than $1,500 net. Underwrit- 
ers tell brokers that there are two ob- 
jections to large lines on country 
estates. First, when a fire starts it is 
pretty sure to cause a heavy loss be- 
fore checked. Second, valuable paint- 
ings, and furniture can be ruined in a 
fire no matter how small. ri 





WORK PRACTICALLY COMPLETED. 





Committee on Uniformity of Clauses 
About Ready to Report—F. W. 
Jenness its Chairman. 





General report credits the Commit- 
tee on Clauses and Forms of the Na- 
tional Board of Fire Underwriters, with 
having practically completed the high- 
ly important and extremely arduous 
task assigned it in June last, and a 
report may be looked for from Chair- 
man F. W. Jeness very shortly. 

Sixty-one clauses in all have been 
standardized and if, as is hoped and 
confidently exected will be the case, the 
numerous governing organizations in 
the great territory from the Atlantic 
seaboard to the Rocky Mountains, adopt 
the recommendations of the committee, 
a degree of uniformity in the conduct 
of the business will be secured hitherto 
wholly unknown. 

Among the different associations to 
which the new clauses will be submit- 


ted are: the Underwriters Association 
of New York, Buffalo Board, New 
England Fire Insurance Exchange, 


Boston Board, New York Fire Insurance 
Exchange, Underwriters Association of 
the Middle Department, Allegheny 
County Board, Philadelphia Association, 
Baltimore Board, West Virginia Asso- 
ciation, South Eastern Underwriters As- 
sociation and the Western Union. 





AN INTERESTING EXHIBIT. 





Home Presents Graphic Chart Showing 
its Distribution of Each Dollar 
of Premium Income. 





Of unusual interest to insurance men 
and to property-owners as well, is the 
graphic chart newly issued by the Home 
Insurance Company showing how each 
dollar of premium received by it is 


spent. The apportionment is as fol- 
lows: Paid for loss claims 52.52 cents, 
for taxes, licenses and fees to State 


and insurance departments, 3.03 cents; 
for field supervision by State and 
special agents 3.97 cents; commissions 
to agents 21.16 cents; printing, adver- 
tising and supplies 2.15 cents; expenses 
of administration 5.96 cents; set aside 
for legal reserves, 7.59 cents; under- 
writing profit carried to surplus as addi- 
tional protection to policyholders 3.62 
cents. 

To those inclined to the belief that 
the business of fire insurance is one of 
inordinate profit, a study of the above 
figures is especially commended, for it 
will be noted no part of the premiun 
income went for dividends. 





FIRE LIMITS AT ROME, N. Y. 

An ordinance before the Rome, N. 
Y., common council, provides for the 
extension of the city’s present fire 
limits to embrace a rapidly growing 
section, and one which the property- 
owners have been free hitherto to erect 
such type of structure as seemed to 
them advisable, wholly regardless of 
the fire hazard that might be induced 
thereby. 


FOR CLASSIFYING LOSSES 


PLAN OF COMPANY OFFICIALS. 








Special Committee of National Board 
Submits Proposition to State 
Commissioners. 





A means for reducing the enormous 
fire waste in this country, in the opinion 
ef the special committee of the Na- 
ticnal Board of Fire Underwriters, ap- 
pcinted sometime ago to consider the 
general “subject of losses and loss re- 
ports,” would be the adoption, wholly 
or in modified form, of the European 
practice of compelling owners of prop-- 
erty in which fires originate, to report 
full particulars of such happening to a 
public authority. 

If such a law existed and insurance 
companies were only permitted to ad- 
just a claim, after the local or State 
authorities had satisfied themselves as 
to all circumstances surrounding the 
joss, existing carelessness regarding 
the fire hazard, so marked a char- 
acteristic of the people of this country, 
would disappear, and the annual fire 
waste would be reduced in very large 
measure. 

The National Board Committee, 
through its chairman, E. G. Richards, 
made a distinct proposal to the Na- 
ticnal Convention of Insurance Com- 
m'ssioners at their mid-year convention 
in Chicago last week. 

After pointing out the numerous and 
frequently conflicting nature of loss 
data required from the companies by 
different States, the committee sug- 
gested that all companies report such 
information in a uniform way to the 
National Board, that body in turn tabu- 
lating and classifying the experience 
and sending it to the State commission- 
ers throughout the country. 

If as already said, particulars as to 
losses were called for from all prop- 
erty-owners suffering fires, whether in- 
surance were carried or not, the data 
bearing upon the general subject of 
fire loss, would be infinitely larger in 
volume and more illuminating as to 
hazards, than though reports were had 
from the insurance men alone. 

Concluding, the committee declared 
that what it sought “to accomplish and 
the means necessary or important to 
that end, is a bureau for investigation, 
classification, and record of fires, 
causes and claimants, which would be 
of equal importance to the insurance 
company and the State. To make such 
a bureau possible and successful, the 
co-operation of State officials is essen- 
tial. 

“If such co-operation can be secured, 
we are confident the companies can 
render valuable aid to the States, ad- 
vance the cause of fire prevention and 
give added momentum to the work of 
reducing the first waste of the United 
States. 

“Furthermore, a loss bureau as a de- 
partment of the National Board will 
commend itself to all, for the reason 
thet it would be an essential factor in 
the development of a rate-making sys- 
tem based upon actual experience—a 
subject which is attracting much at- 
tention at the present time—provided, 
of course—as it is hoped—that such a 
system in satisfactory form can ulti- 
mately be evolved.’ 





William L. Shepard, of Warren, 
Moore & Jones, Chicago manager of 
the Liverpool & London & Globe died 
a few days ago. 
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POLICY FEES. 





Hasbrouck Says It is Lawful to Make 
the Charge—Application of Minimum 
Premium Rule. 





Superintendent of Insurance Has- 
brouck has issued the following rulings 
affecting fire insurance companies in 
the matter of charging policy fees and 
fixing minimum premiums: 

“(1) It is lawful for a fire insurance 
company or its agents to charge a 
policy fee. 

(2) While the question of unfair 
discrimination may be involved in con- 
nection with the establishment of a 
minimum premium, the practice is per- 
missible if the minimum premium 
adopted can be shown to be just and 
reasonable in amount. 

“(3) The application of the mini- 
mum premium rule and the charging of 
a policy fee on the same policy is not 
permissible. 

(4) The failure on the part of a 
company or its agents to charge ané 
collect a policy fee from all policyhold- 
ers, after having established the prac- 
tice with some, shall be construed as 
a violation of sections 65 (rebating) and 
141 (unfair discrimination) of the in- 
surance law. 

The Rates. 

Rates from the United States to 
Mexican ports on first class steamers 
were 2 per eent. for three months and 
3 per cent. for six months. All thess 
rates were for T. L. O. (total loss only). 
This puts an additional risk on the 
shipper, as if a shipment was fired on 
and there was only a partial loss due to 
some agency.of war, there would be no 
liability on the part of the insurance 
company. 

The terms were all conditioned upon 
instant acceptance and might change in 
a moment. The underwriters stipulated 
that the insurance should not protect 
the shippers against loss caused by 
blockade, but only by losses caused by 
war, seizure or delay incident thereto. 
If a ship tried to run a blockade and 
was fired upon or sunk the insurance 
companies would face a liability. 


CONTRIBUTE $100 EACH. 
The following have contributed $100 
each to the Hospital Saturday and Sun- 


day Association, Willard S. Brown, 
chairman. 

Benedict & Benedict, W. S. Brown 
& Company, Chubb & Son, Percy S. 


Chubb, Frank & Du Bois, W. R. Coe, 
Dwight & Hillis, Henry Evans, Hamlin 
& Company, F. Hermann & Company, 
J. G. Hilliard, E. C. Jameson, John- 
son & Higgins, Charles E. Peck, Wal- 
lace Reid, R. B. Rathbone, W. G. Will- 
cox, E. C. Jameson, Willcox, Peck & 
Hughes, Howard De Mott, Fred E. 
Driggs & Company, J. L. Dudley, Jr. 
Company, Dutcher & Edmister Com 
pany, Clarence L. Fabre Company, J. 
H. & A. E. Foster, Goffe & Little, J. J. 
Guile, A. G. Hall, George H. Hailett, 
Howard Hampton, J. Montgomery Hare, 
R. D. Harvey, A. R. Hosford, Wm. H. 
Kenzel Company, Kirkland & Yardley 
Lockwood Bros., Alexander MacLean, 
F. K. Middlebrook, Owens & Phillips, 
John Paret, Jr., Pate & Robb, Peabody, 
Slosson & Smyth, H. F. Poggenburg & 
Company, Chas. H. Post, T. A. Ralstou 
Ream, Ives & Wrigson, Inc., H. Schu- 
macher’s Sons, Theo. H. Smith, Anton 
Sondheim & Son, Inc., Starkweather & 
Shepley, F. J. T. Stewart, F. W. Still- 
man Company, Gilbert W. Taylor, 
Wachenheim & Huff, E. D. B. Walton, 
Edwin W. Wile, Withers & Mills, John 
D. Wyeth & Company. 





INTER-INSURERS COMPLAIN. 

Attorneys for inter-insurers organiza- 
tions are complaining bitterly of what 
they term the “hostile attitude” assum- 
ed toward them by officials of certain 
states, notably Texas and Missouri, and 
are planning reprisals. The contention 
of the Texas commissioners has been 
that general merchants as such had no 
right to embark in the insurance busi- 
ness. 
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VETOES AGENTS’ BILL. 





Governor Fielder Says Examining Board 
Would Have Too Much 
Work to do. 





Because of opposition by the Depart- 
ment of Banking and Insurance Gov- 
ernor Fielder of New Jersey has vetoed 
the bill requiring that agents and 
prokers pass a civil service examina- 
tion. Governor Fielder said in his veto 
message: 

“after very careful consideration, I am 
not convinced that the State should un- 
dertake to ascertain by conducting ex- 
aminationg whether or not persons de- 
siring to engage in the business of sell- 
ing fire insurance are mentally equipped 
therefor. This bill provides for a board 
of examiners, of whom the commission- 
er of banking and insurance shall be 
one, to prepare examination questions 
and to mark the examination papers 
and require the Civil Service Commis- 
sion to supervise the examinations, and 
all this shall be done at the expense 
of the State. 

“The commissioner of banking and 
insurance informed me that there are 
now about 6,000 licensed fire insurance 
prokers and agents in this State. The 


examination of these persons would be 
an immense and expensive undertaking, 
for which the Legislature has made no 
provisions. If the men engaged in this 


business are not of:a sufficiently high 
standing, I feel that the insurance com- 
panies and agents could devise a remedy 
to apply, and that the burden and ex- 
pense should not be placed upon the 
State.” 





A. D. T. COMES BACK. 
Newark Subscribers and Fire Commis 
sioners Reach Agreement—Will 
Use Private Telephone. 

The Board of Fire Commissioners of 
Newark and a committee of subscribers 
to A. D. T. fire alarm service have 
reached an agreement whereby the A. 
D. T. will resume its service at fire 
headquarters. As has been printed by 
The Eastern Underwriter the service 
was thrown out of headquarters some 
weeks ago. Charges of politics followed. 
Instead of being permitted to rein- 
state its code system at headquarters, 
the A. D. T. will be permitted to instail 
a private telephone wire. An operator 
at headquarters will give his whole at- 
tention to taking care of calls over that 

wire, —-- — - — 
SERIOUS HAZARD AT BAYONNE. 

The National Board of Fire Under- 
writers has issued a report on Bayonne 
N. J. in which the following statement 
lg made: 

“Buildings in the principal mercan- 
tile district are largely frame or lack 
fire resistive features. The fire depart- 
ment is undermanned, lacks sufficient 
engine capacity and appliances for 
large fires, the water supply is inade- 
guate, overhead wire obstructions seri- 
ous, high winds frequent and the fire 
alarm system unreliable; some streets 
are of fair width, buildings mainly low 
and areas small; there is great likell- 
hood of serious block fires, which at 
time of high winds would make the con- 
flagration hazard for the district hign. 
Sweeping fires are probable in the 
minor mercantile districts, the construc- 
tion in these districts: being much the 
same as in the principal mercantile dis-| 
trict. In the oil, manufacturing poe 
lumber districts extensive fires are! 
Probable during high winds. The resi- 
dential districts are of frame construc- 
tion, compactly built and mostly with 
Shingle roofs, which are subject to the 
hazard of flying brands.” 








Orange, N. J., will sell its horse-drawn 
engines and buy motor trucks. Bonds | 


have been authorized to make the pur- | 
chase, | 


TRENTON AGENTS HOPEFUL 


A NEW SCALE OF COMMISSIONS. 








Feeling That Mercer County Men Will 
Be Paid Same as North Jersey 
Agents. 





Agents at Trenton and throughout 
Mercer County generally are confident 
that their request that they be given 
the same rate of commission as is paid 
to the local men throughout the nine 
Northern counties of New Jersey, will 
be granted. 

Trenton agents, two years ago obli- 
gated themselves not to accept the 
commission arrangement offered them 
by the companies and they have stead- 
fastly adhered to their pledge. Provid- 
ing the scale recently suggested to the 
managers by a delegation of Trenton 
men visiting New York city be accepted 
fully 90 per cent. of the agents of the 
capital city will fall into line. 





COMMITTEE FIZZLES OUT. 





No Report from Jersey Assemblymen 
Who Investigated Conduct of the 
Insurance Business. 





After the New Jersey legislature ad- 
journed it was remembered by agents 
that the legislative committee appoint- 
ed last year to investigate the methods 
of conducting the insurance business in 
New Jersey had not made a report, al- 
though hearings had been held in a 
number of cities and the chairman of 
the Committee, Assemblyman Thomas 
F. Martin, had given interviews to daily 
newspapers hinting that a change in 
the Ramsay act would be recommended. 

The committee held hearings in Tren- 
ton on May 7 and July 31 of last year; 
in Newark on August 6; in Jersey City 
on August 14, 15 and 22 and October 8. 

The Newark Evening News gays 
that this committee cost the State $4,- 
129 and was “useless.” 





CANCEL GARFIELD RISKS. 


Agents in Passaic have been notified 
to cancel a large number of policies 
on property in Garfield, N. J., because 
of numerous fires. From Saturday to 
Monday of last week there were eight 
alarms, damage in none of them, how- 
ever, amounting to more than $500. 





INEAL BASSETT’S BUSY WEEK. 


Neal Bassett, vice-president of the 
Firemen’s of Newark, spent last week 
in the East. He attended the Bureau 
meeting at Washington and several 
company meetings in New York. He is 
a member of the committee, which 
appeared in Kentucky yesterday in 
conference with State officials. 





SPRINKLERS FOR SCHOOLS. 


The installation of automatic sprink- 
lers in seventy-eight of the public 
schools of Cleveland, Ohio, is urgently 
recommended by the Committee on Pub- 
lic Safety of the Chamber of Commerce 
of that city. In the opinion of the com- 
mittee some of the school buildings 
“are veritable fire traps and should be 
torn down.” 





SPECIAL FOR STANDARD OF NEW 
JERSEY. 

The Standard Fire, of Trenton, has 
appointed W. R. Van Nostrand its spe- 
cial agent in Ohio and Western Penn- 
sylvania. 


ATLANTIC CITY RISKS, 





Special’s Report Sees Growing Confia- 
gration Hazard Because of False 
Sense of Security. 





One of the best-known special 
agents in New Jersey has written to 
his company a letter regarding condi- 
tions in Atlantic City where he sees a 
growing conflagration hazard. He 
bases his opinion on the gradual 
change in the construction of Atlantic 
City with the result that property own- 
ers are feeling more secure and are 
dropping the vigilance that once was 
characteristic. He says that ten years 
ago when the construction of the city 
was frame almost the entire population 
turned out for a fire, and if an incendi- 
ary were suspected, people were in a 
mood to have a lynching. With the 
change in construction of hotels along 
the board walk and the building of 


brick buildings elsewhere, property 
owners have grown careless. 
In his letter the special agent 


analyzes each of the large risks on the 
board walk, going into details regard- 
ing the original construction of the 
hotels, the additions that have been 
built, and the attempts at fire preven- 
tion. He sums up by pointing out ex- 
posure hazards and believes that a 
windstorm in case of fire would cause 
a sweeping loss. 





TALKS TO AGENTS. 


Representatives of the Hudson 
County Board of Fire Underwriters 
visited Atlee Brown, the New Jersey 
rating expert on Monday of this week, 
for a conference about rating con- 
ditions. On Tuesday Mr. Brown ad- 
dressed Passaic County local agents. 





NO CONTINGENT COMMISSIONS. 


The Newark Insurance Society in 
ratifying the new agreement approved 
by the Eastern Union has settled the 
mooted question there of contingent 
commissions by interpreting that these 
commissions cannot be paid. 





REVIVE JERSEY FIELD CLUB. 

At the recent meeting of the Under 
writers’ Association of the Middle De 
nartment there was considerable talk 
of reviving the New Jersey Field Club. 
A meeting will probably be held this 
summer. 





PHILADELPHIA APPOINTMENT. 

The American, of Newark, has ap- 
pointed Hare & Chase as agents in 
Philadelphia, effective on May 1. The 
former agent was Keigler, Gegler & 
Company, who are going into the brok- 
erage business. 





W. G. WHILDEN VISITS SOUTH. 

President W. G. Whilden of the New 
Jersey Fire, is looking over the South- 
ern field. He was in Birmingham and 
Atlanta this week. 


S. E. U. A. MEETING. 

June 6th is the date and New Green- 
briar, S. C., the.place fixed wpon for 
holding the annual meeting of the South 
Eastern Underwriters Association this 
year. It is not anticipated that any- 
think of an exceptional nature will be 
considered at the gathering, and hence 
the attendance is not likely to equal 
that of former years. 
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LOGUE BROTHERS & CoO. 
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WAR CLAUSE ON POLICIES 


ACTION OF MARINE COMPANIES. 








Business is Brisk—Rates Go Up—What 
Shipments Cost—Text of 
Clause. 





Shippers with goods to send in or 
out of Mexico gave the marine under- 
writers an exceedingly brisk day- 
despite the rates when war started. The 
war clause was restored to insurance 
policies and the insurance rate on ship- 
ments depended largely upon the points 
touched by the shipment and the. na- 
ture of the goods to be insured. This 
clause reads as follows: 

This insurance is to cover only the 
following risks, viz., capture, seizure, 
the consequences thereof, or any at- 
tempt thereat (piracy and barratry ex- 
cepted), riot, civil commotion, hostili- 
ties and or warlike operations whether 
before or after declaration of war or 
otherwise, and should detention b2 
caused by any of the events above 
named this insurance shall in addition 
cover losses from said detention, but 
only if caused by fire, flood or assail 
ing thieves. 

Warranted not to abandon until after 
condemnation of the property insured 
nor until thirty days after notice of said 
condemnation is given to this com- 
pany. Also warranted not to abandon 
in case of blockade and free from any 
claim for loss or expense in conse 
quence thereof, or of any attempt to 
evade blockade; but in event of block- 
ade to be at liberty to proceed to an 
open port and there end the voyage. 





DISCUSSES KANSAS DECISION. 





Views of Mr. La Monte on Rate-Making, 
Says Ramsey Law is Defective 
Suggests Change. 





Trenton, April 21.—The decision of 
the United States District Court sus- 
taining the Kansas fire insurance law 
of 1909 will have no immediate bearing 
upon the situation in New Jersey, 
though paving the way for a rate-mak- 
ing act in the future, according to the 
view expressed today by Banking and 
Insurance Commissioner George La- 
Monte. 


The Ramsey act of last year was re- 
ferred to by Mr. La Monte as a step in 
the direction of rate fixing by the State, 
although it only goes so far as to pre- 
vent discrimination in rates upon pro- 
perty involving practically the same 
fire hazard. Should the Ramsay law 
continue to give the same satisfaction 
that it seems to have done up to the 
present time, Mr. La Monte forsees no 
immediate prospect of New Jersey em- 
barking in rate-making. 

The present law is regarded by Mr. 
La Monte as defective in that it does 
not give the commissioner of banking 
and insurance power to reduce rates 
which he may regard as too high, but 
merely authorizes him to require that 
they be equalized. 


“The legal right to fix rates is a val- 
uable one,” said Mr. La Monte, “even 
if it is not exercised. It is a stick be- 
hind the door which may be brought 
into service if necessary to prevent in- 
surance companies from throttling the 
public. The logical result of inequitable 
rates would seem to be rate-making by 
the State. This subject is now being 

given serious consideration in New 

York, and it would not be surprising 
if it is ultimately adopted in New Jer- 
sey.” 

Mr. La Monte could see no force in 
the contention of the minority members 
of the Supreme Court that the decision 
would prove an entering wedge for 
State rate fixing upon all commodities. 
He pointed out that there is an essen 
tial difference between insurance and 
ordinary merchandise or other commo- 
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Fire Insurance Expenses 


By C. J. Doyle. 








If there had been no expense at all, 
your average insurance rate for the 
past twenty years would have been 
fixed exactly by the losses. These 
amounted to 80 cents on every $100 
of property insured. If there is no ex- 
pense, however, there can be no col- 
lection of premiums or distribution of 
losses, no equalization of rate assess- 
ment according to hazard, no supervi- 
sion and care of insured property to 
keep down fire losses. Of course, there 
must be expense. This expense is 
high. It is calculated in these tables 
at 38 per cent. of the premiums for the 
first ten years. During the last ten 
years it has increased along with the 
general cost of living, and is calcu- 
lated at 40 per cent. In both cases it 
is calculated under rather than over 
the actual cost. 

Of this expense, about 92 cents out 
of every dollar is paid out here in Ken- 
tucky to about two thousand persons 
engaged in the business, and for taxes, 
fees, licenses, railroad and hotel fares. 
Your state and city treasuries get a 
quarter of a million a year out of it 
for the mere privilege of permitting the 
business. Ninety-two per cent. of the 
premium in all is expended among 
your own people, going right back into 
circulation through your commercial 
and manufacturing channels; the 
balance goes to home office expense or 
is held in suspense for unearned pre- 
miums, subject to your order. 

The Middie Man. 

It may be contended—in fact, it is 
contended, and there is no denial of 
it—that the expense of fire insurance 
is high on account of middlemen in the 
business. Well, it is a business al- 
most wholly of middlemen. Companies 
must have their agents everywhere; 
property owners need the agents just 
as vitally as the companies do. 1 
wonder how many business men in 
this room up to a month ago knew what 
companies they were insured in, ex- 
actly how much they carried in each, 
what the condition of any company 
was, or its name or place of domicile. 
The agent is the local expert of insur- 
ance, just as necessary, useful and 
legitimate as your doctor, lawyer, 
banker, school teacher or any of your 
purely business men—not only here, 
but all over the world, in every 
country and under every government. 
The average agent earns in this whole 
country, on an average, about $500 a 
year for his labor, and the laborer is 
worthy of his hire—very worthy, in- 
deed, of his hire. 

Now, the insurance 
not arbitrarily make 
their own expenses. Competition, 
supply and demand, the powers of 
government, these have operated for 
two hundred years—just as it has in al} 
business—to fix expenses, or to force 
them up or down a few points after 
hard struggles. You do not make 
either the prices or the expenses in 
your own business. Your tireless com- 
petitors, the public that buys from you, 
your city, county, state and national 
taxation, and the obstacles of badly de- 
vised laws—as in this insurance mat- 
ter—all these fix your expenses more 
than you do. You may save off a point 
here and there, or be compelled to add 
on a point or two here and there; but 
that is the utmost you can do in this 
complex civilization of ours. 

Expenses Abroad. 

The expense of fire insurance is al- 
most identical in England, Russia, 
France, Germany, Australia, China, 
Japan, South Africa and the United 
States. It varies a point or two here 
and there, owing to peculiar conditions, 
but it is practically the same every- 
where. Kentucky can scarcely hope to 


companies do 
the details of 


make it less than elsewhere, although 


your State does make it a few points 
higher than in some other States by its 
excessive taxation and bad insurance 
laws. Most of the expense of the fire 
insurance business is expended in the 
employment of force which work for 
the prevention of losses and the reduc- 
tion of rates. If you can devise any 
means of reducing the expenses of in: 
surance materially without affecting 
the efficiency of its service, or the 
economic benefits of its practice, you 
will achieve a notable victory. Insur- 
ance companies have tried and still 
are trying to reduce it, just as all busi- 
ness men endeavor to minimize their 
expense, but they have not yet been 
able to do it anywhere in the world, 
nor have other governments. It stands 
to-day, as it has stood for a century, 
a creature of the irresistible forces of 
commercial, governmental and social 
pressure. 
Tax on Fire Insurance. 


I was asked to speak of the tax on 
fire insurance in Kentucky. For State 
and municipal purposes, fees, licenses, 
etc., I understand it amounts to about 
five per cent. If it is five per cent., 
you business men know it costs you 
almost ten per cent. to pay it. The 
companies do not pay it. They can- 
not. They pass it on to you in your 
rate and you must also pay the ex- 
pense of its collection. That is a way 
the legislatures have of making you 
think the tax on your property is not 
increasing. They put the tax on the 
premium and make the companies col- 
lect it from you at nearly twice the 
cost, and you must pay it. Then they 
expect you to abuse the insurance com- 
panies. The companies do not want to 
collect that tax; but they must. Still, 
that is a matter between you and your 
legislature—the companies have noth- 
ing to do with it. I am told it would 
cost the companies seven and one-half 
per cent. in taxes and cost to operate 
in Kentucky under this drastic law. Re- 
member that for every increase in cost 
you have to pay nearly double the in- 
crease in rate. In seven and one-half 
per cent. of administrative tax and cost 
are ten cents of insurance rate. Ke- 
member that when your premium bill 
comes in. 

Kentucky collects over five per cent. 
tax on fire insurance premiums. The 
companies have made about three per 
cent. profit. Therefore, the State, with- 
out assuming any liability for losses, 
derives from the fire insurance busi- 
ness almost twice as much net income 
as has been earned by the companies 
themselves. 


MOVING PICTURES OF FIRE. 


The moving-pictures taken of the fire 
which destroyed the Eclair Film Com- 
pany’s picture plant at Hackensack, N. 
J., were shown at a meeting of the East- 
ern Bergen County Improvement Asso- 
ciation a few nights ago and will also 
be exhibited in Trenton. The object of 
taking the pictures was to prove that 
the Hackensack water supply is inade. 
quate. But twenty-three of thirty-three 
hydrants originally ordered by the 
borough where the film plant was lo- 
cated have been installed. 





TROUBLE AT SCHENECTADY. 


Schenectady, N. Y., April 22.—Special 
agents representing the fire insurance 
companies in the agency of John S. 
Juno & Son of this city, will meet on 
Thursday and endeavor to straighten 
out the existing friction between the 
office and the Local Board. The com- 
panies in the agency are: American 
Central, Corcordia, Fireman’s of New 
Jersey, London Assurance, German 
American, State of Pa., and the Union 
of Paris. 





UPHOLD STATE MADE RATES 


DECISION BY SUPREME COURT. 








Kansas Act Valid—Far Reaching Ef- 
fect of Opinion Pointed Out 
By Justice Lamar. 

Of the greatest importance to the 
fire underwriting interests of the 
country is the decision of the United 
States Supreme Court, newly rendered, 
upholding the doctrine of State-made 
fire insurance rates. 

The case received was that of the 
German Alliance Insurance Company 
vs. Ike Lewis, as superintendent of in- 
surance of Kansas on appeal from the 
Circuit Court. 

The Supreme Court decision was a 
divided one, Chief Justice White and 
Associate Justices Lamar and Van 
Devanter dissenting. 

The majority opinion affirmed the 
right of a State to enforce “reasonable 
insurance rates,’ declaring that while 
“contracts for fire insurance might be 
personal, their. personal character did 
not of itself preclude regulation.” 

“The risk of insurance is scattered 
over a large territory,” the opinion con- 
tinued, “and insurance rates therefore 
become a public issue, and have great- 
er public consequence than contracts 
between individuals to do or not to do 
a particular thing whose effect stops 
with the individuals. 

“To the contention that the business 
is private, we have opposed the con- 
ception of public interest. We have 
shown that the business of insurance 
has very definite characteristics, with 
a reach of influence and consequence 
beyond and different from that of the 
ordinary business of the commercial 
world, to pursue which a greater lib- 
erty may be asserted. 

“We may venture to observe that 
the price of insurance is not fixed over 
the counters of the companies by what 
Adam Smith called the higgling of the 
market, but is found in the counsels 
of the underwriters, promulgated in 
schedules of practically controlling con- 
stancy, which the applicant for insur- 
ance is powerless to oppose, and which 
therefore has led to the assertion that 
the business of insurance is of a monop- 
olistic character, and that ‘it is illu- 
sory to speak of a liberty of contract.’” 

Effect of the Decision. 


The dissenting opinion, which was 
handed down by Justice Lamar, said in 


part: 

“Insurance is not production, nor 
manufacture, nor transportation, nor 
merchandise The fact that insurance 


is strictly a private and personal con- 
tract of indemnity, put on the extreme 
outside rim, removes it as far as any 
business can be from those that are in 
their nature public. Considering, there- 
fore, the nature of the subject treated 
and the reason on which the court’s 
opinion is based, it is evident that the 
decision is not a mere entering wedge, 
but reaches the end from the beginning 
and announces the principle which point 
inevitably to the conclusion that the 
price of every article sold and the price 
of every service offered can be regu- 
lated by statute. 

“It has been commonly supposed that 
the general power in the State to regu- 
late prices was inconsistent with con- 
stitutional liberty. 

“To deprive any person of either the 
right of private contract and the right 
of fixing a price is to take his property 
since there can be no liberty of con- 
tract or profit of ownership if the price 
of its use or its sale is fixed by law. 
ry right is the attribute of owner- 
ship. 

“The power to regulate is an essen- 
tial power of government, which can 
be exerted against the whole body of 
the public or the smallest business. But 
if mere size is the test, if the number 
of customers is the test, if the scope 
of business throughout the nation is a 
test—then every business with great 


fire insurance 





capital and many customers distributed 
throughout the country must be treated 
as affected, and the price of the goods 
on its shelves fixed by law. 

“The price of newspapers, magazines, 
and the like could be fixed, because 
certainly nothing is more affected by 
the public interest, nothing is so de. 
pendent upon the public, nothing reach- 
es so many persons, and so profoundly 
affects public thought and public busi- 
ness.” 





SUING LLOYDS. 





A Case Which Gives the Insuring Pub. 
lic Something to Think About 
Reaches Courts. 





Suits brought by holders of Lloyds 
bonds, in a case where for a premium 
of $1,250 the Lloyds undertake to guar- 
antee a ‘bank against loss to the extent 
of $100,000 from dishonesty, burglary, 
fire, unexplained disappearances and 
virtually everything else, causes the 
Fidelity and Casualty Company, through 
its “Monthly Bulletin,” to make the 
following statement: 

This matter of suing the under- 
writers, in case suit becomes nec- 
essary, has always seemed to us 
one of the strongest cbjections to 
the plan. As we understand the 
matter, the underwriters have no 
property in the United States, how- 
ever, little or much they may have 
elsewhere; and there is no one up- 
on whom legal process may be 
served. You must go to London 
and begin your action there; and 
you must begin as many actions as 
there are underwriters, suing him 
or his estate separately. If, with 
the costly assistance of London at- 
torneys, one has finally identified 
and located the numerous under- 
writers concerned with the matter 
and has served the necessarp papers 
upon them, one’s troubles have only 
just begun; for all the witnesses 
and all the books of record and all 
the other documentary evidence 
must be transported to London for 
the trial. If, for any reason, lia- 
bility is disputed or denied under 
one of these Lloyd’s policies, the 
assured is helpless, since it would 
be altégether impracticable for him 
to enforce his rights at law. 





TO MEET IN ASHEVILLE, N. C. 





Annual Convention of Insurance Com- 
missioners to Take Place on 
September 15-18. 





The annual meeting of the National 
Convention of Insurance Commissioa- 
ers will be held in Asheville, N. C., on 
September 15-18. At this meeting, 
President Young, who is Insurance 
Commissioner of North Carolina, will 
bring up the question of uniform laws 
governing agents’ qualifications and 
licenses. 

The executive committee of the Na- 
tional Convention of Insurance Com- 
missioners will meet on June 10, at 
which time the committees on blanks, 
rating and_ standard 
policies will meet. 





LOCOMOTIVE PLANT FIRE. 
Fire did about $8,000 damage in the 
plant of the Rome Locomotive & Ma- 
chine Works, Rome, N. Y., which is in- 
sured for $200,000. The firemen laid 3, 
000 feet of hose. The pressure was 80 
poor that the Chief of the Fire Depart- 
ment had to send a team back to the 
city to bring a fire engine. The pres- 

sure was not more than 25 pounds. 





ASKS REPORT ON GASOLINE. 


Fire Chief Sullivan, of the Utica de- 
partment, has issued orders to all con- 
pany commanders to make a fire pre- 
vention inspection of the city. Among 
other recommendations is this: “Locate 
where gasoline is stored inside of build- 
ings and in what quantity and report 
same,” 
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Personal Accident, Health and Disability; 
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WILL HAVE 600 EMPLOYES 


N. Y. COMPENSATION COMMISSION. 





Must Hurry to Have Its Rate Schedules 
Completed By First of 
June. : 

Based upon the number of employes 
that are necessary to administer the 
compensation acts in other States it is 
believed by insurance men that the staff 
employed by the New York Workmen’s 
Compensation Commission must amount 
to at least 500 persons, which will make 
this department of the State government 
one of predominating importance, and, 
possibly the largest of all the State de- 
partments. It will be larger than the 
Public Service Commission, 

Never before has a commission in this 
State been confronted with the neces- 
sity of effecting so elaborate or com- 
plicated an organization in so short a 
time. June 1 is the date when the rates 
must be ready for promulgation. 


Main Offices Here. 


Although the statute requires that the 
official headquarters of the Commission 
will be in Albany, it is believed that a 
large part of the work will be carried 
on in this city, because of the demands 
for office space and the large number 
of employes. 

The rate problem is one of the most 
serious confronting the Commission and 
one the solution of which is awaited 
by employers and insurance men with 
keenest interest. Attention is called to 
the fact that the statute provides that 
the Commission shall fix premium rates 
at the lowest possible point consistent 
with the maintenance of a State insur- 
ance fund and the creation of a reason- 
able surplus and reserve. It is also 
provided that the Commission may 
adopt a system of merit rating by 
schedule, | 





U. S. F. & G. CHANGES. 

Ellis C. Myrle, who has been with | 
the United States Fidelity & Guaranty | 
for three years, in charge of the statis-| 


. tical department, has been made man- | 


ager of the automobile department in| 
the metropolitan district. Leo F. Fitz-| 
patrick, who has been in charge of the | 
automobile department, is now devoting | 
his time exclusively to the Maryland | 
Motor Car Company in Baltimore. 





Surety News 
4) YEARS IN M@TROPOLITAN 


RECORD OF EUGENE H. WINSLOW. 








Helped Launch Company, Made Plate 
Glass Converts and Rose From 
Office Boy. 





Forty years in casualty insurance 
and forty years continuous service with 
one company is the remarkable record 
of Eugene H. Winslow, president of the 
Metropolitan Casualty Company. Both 
the Metropolitan Casualty Company and 
Mr. Winslow are celebrating their an- 
niversaries this month. The Metropoli- 
tan was the first company of its kind 
organized in and admitted to the State 
of New York under the insurance laws. 
Eeginning with a capital of $100,000 
cash and not one penny of surplus it 
bag never failed to pay a dividend al- 
though writing in a field where con- 
ditions are different from any other 
field of insurance, and more difficult 
tLan many branches. The $100,000 of 
original capital was never touched. In 
fact, some years ago it was paid back 
to stockholders in the shape of a divi- 
dend. All in all the company in forty 
years has paid $703,000 in dividends. 
Its losses to date have totaled almost 
$4,500,000. Its surplus to policyholders 
is $456,752 and its capital is $200,000. 

Started in a Law Office. 

Insurance men give to Mr. Winslow 
the credit for this extraordinary show- 
ing. He has always worked hard, kept 
in closest touch with every phase of 
the business and used unerring judg- 
ment, in underwriting problems. 

Mr. Winslow was born and educated 
in Brooklyn and his early career was 
in a law office. His ambition, however, 
as a boy was to be a business man and 
when the late Henry Harteau met him 
cne day in the law office, and said: 
“We are getting up a plate glass com- 
pany and we want you to go with us,” 
Mr. Winslow assented. This was in 
February, 1874. During the next few 
months the work of launching the 
Metropolitan Plate Glass Insurance 
Company was completed. 

Made an Office to Office Canvass. 


Mr. Winslow’s first job with the Com- 
pany was to acquaint real estate men 
and others with the possibilities in 
writing plate glass insurance. Prior to 
1874 there had been several companies 
in the field, but they were not 
authorized, neither was their reputa- 
tion good, for solvency or for paying 
losses. Mr. Winslow, equipped with 
pamphlets and circulars, made an office 
to office canvass up Third avenue, 
Eroadway and other streets as far 
north as Central Park and_ then 
through Harlem. After preaching his 
plate glass doctrine he answered all 
queries about solvency by showing the 
necessary requirements the Company 
had to make to be licensed by the 
State, explaining about deposits to 
guarantee policyholders. After some 
months of this sort of missionary work, 
business began to come into the Metro- 
politan until the Company was in a 
position to pick its own risks and to 
refuse business that did not look good. 

Served in All Capacities. 

In addition to doing outside work, 

Mr. Winslow kept books, wrote cir- 
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BUGENE, H. WINSLOW. 





culars, and even did office boy’s work; 
so it will be seen that he went through 
every branch of the Company’s business. 
He was cashier for a number of years, 
assistant secretary, secretary, and in 
1895 was made president. He had been 
the actual president for some years be- 
fore. About ten years ago the Company 
added accident and health, making 
money in those fields also. 

One reason why plate glass under- 
writing is difficult and a forty years’ 
career of uninterrupted success is 
novel because it is extremely difficult 
to guard against plate glass losses. 
Fire and accident prevention keep down 
the fire and the liability losses, but 
there are few ways of forecasting a 
plate glass loss. Boys cannot be kept 
from playing ball in the street; teams 
run away, and criminals smash win- 
dows. Yet, the Metropolitan has al- 
ways had low loss ratio. 





department. 
full experience and references. 





WANTED 


By an Eastern Surety Company, special agent for development of 
territory; also experienced underwriter to assist in judicial 
Good opening for right men. 


BOX No. 99 


Care of The Eastern Underwriter 


In answering, give 


105 William Street, New Yorr, N. Y. 








LOTT ON COMPENSATION ACT. 


Law—Stock Companies and 
State Fund. 





In an interesting talk on the new com- 
pensation law, delivered before the 
Motor Truck Club of America, Edson S. 
Lott, president of the United States 
Casualty Company, said that the law 
was the most drastic of its kind in the 
world and he predicted that insurance 
rates in connection therewith will be 
from two to five times higher than the 
present rates for employers’ liability in- 
surance. Mr. Lott outlined the employ- 
ments that come within the law in the 
automobile truck trade and said that 
there are a number of employments on 
the border line of coverage under the 
law, upon which the courts must pass. 
He praised the personnel of the Work- 
men’s Compensation Commission, say- 
ing that Gov. Glynn had appointed fair- 
minded, intelligent and able men. He 
predicted that the stock companies 
would do a much larger business than 
the State fund for most employers 
would have some employes covered by 
the new law and some covered by the 
old law. He made the statement that 
the State fund, the stock insurance com- 
panies and the mutual associations 
should combine in an effort to prevent 
accidents, saying that the prevention of 
accidents is worth all the compensation 
for accidents in the world. 


Injured Workman’s Condition Improve. 


At the beginning of his speech Mr. 
Lott reviewed the common law as ap- 
plied to the liability of the employer 
for damages sustained by his workman 
through accidental bodily injuries, and 
he traced the gradual change in such 
laws the world over during the past 
twenty-five years. Mr. Lott pointed out 
that the change has always been in 
favor of the injured workman. 

He stated that even after many of 
the old legal defenses had been taken 
away from the employer, the records 
showed that only one injured workman 
out of each seven and one-half, on an 
average, received anything from his em- 
ployer, or the insurance company insur- 
ing the employer, by way of damages 
for injuries sustained, because the em- 
ployer was legally to blame for only 
one of each seven and one-half acci- 
| dents. “But,” said Mr. Lott, “under the 
jnew workmen’s compensation law of 
ithis State, the employer whose -work- 
|/men are engaged in any of the so-called 
| hazardous employments, must pay some- 
thing every time an employe accidental- 
ly receives a disabling injury, either 
doctors’ bills or compensation, or both.” 
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PLATE GLASS DATA. 
New York Insurance Department Wante 
to Know How Rates are 
Arrived At. 





The Insurance Department of New 
York State has mailed the following 
letter to companies writing plate glass 
insurance: 

Referring to the plate glass sched- 
ules and manuals filed with this de- 
partment following the circular letter 
of November 17, 1913, you are hereby 
requested to supplement the manual 
rates filed for Greater New York by fil- 
ing at once the street factors or other 
information which will definitely indi- 
cate the manner of arriving at the 
rates in force for each risk. 

If your company has adopted any 
rule or rules resulting in special rates 
or in any deviations from the regular 
manual rates, you are requested to 
state the rule or rules governing such 
special ratings together with a com- 
plete list of specially rated risks writ- 
ten or renewed since December 1, 1913 
(the date on which the manuals were 
filed). 





ASK OUTSIDERS TO JOIN. 





Plate Glass Association Meets on Fri- 
day to Hear Report of Re- 
organization Committee. 





Recently, the Plate Glass Underwrit- 
ers Association of New York appointed 
a committee of seven to try and save 
the organization. This committee has 
seen representatives of the six compa- 
nies outside of the association and has 
asked them to join to stop plate glass 
rate-cutting. 

A special meeting of the association 
will be held at the office of the Fidelity 
& Casualty Company on Friday to re- 
ceive the report of the special commit- 
tee. 





NEW YORK COMPENSATION RATES. 





Insurance Department Makes First 
Statement on the Subject—Massa- 
chusetts Experience the Basis. 





The New York Insurance Department 
has given a preliminary statement of 
its views on compensation rates with 
the Massachusetts experience as a basis, 
.{t was found that the average cost per 
accident under the New York law ex- 
pressed in terms of week’s wages will 
be considerably higher in all cases than 
such cost under the Massachusetts act. 
The total figures indicate that the 
actual loss payments will be 268 per 
cent. of the net cos: for Massachusetts 


and 14i per cent. of the net cost in 
Wisconsin. 
It is expected that the stock compan- 


ies will require a 40 per cent. loading, 
that is, 12% per cent. for administrative 


expenses, 17% per cent. for acquisition 
expenses including commissions, 5 per 
cent. for inspections and 5 per cent. for 
adjustments. The mutual companies 
will probably have the same expense 
as stock companies in so far as ad- 
ministrative, inspection and adjust- 


ments are concerned, but they will not 
have the expense of acquisition. In- 
stead, however, the mutual companies 
will have to carry a special reserve to 
cover the catastrophe hazard of 10 per 
cent. of the gross premiums and a lib- 
eral margin for loading because of the 
fact that mutual companies hold out 
the promise of dividends to their policy- 
holders and must besides accumulate a 
surplus to prevent the possibility of as- 
sessments, which are undesirable and 
often demoralizing. 

After making an analysis of all the 
experience available the department is 
of the opinion, subject to revision, that 
the probable New York premiums as 
compared with Massachusetts premiums 
will be from 225 per cent. to 240 per 
cent. thereof; as compared with Wis- 
consin 125 per cent. of those rates. The 
department has taken the stand from 


the beginning that employers’ liability 
must be written at definite manual 
rates, to be departed from only upon 
the basis of inspection reports under 
some definite merit rating plan. 





MERIT RATING PLAN. 





Premiums Shown in Interesting Table 
Compiled by L. S. 
Senior. 





“It has been asserted that it is en- 
tirely possible to find a situation where 
a manufacturing plant in perfect physi- 
cal condition will be subject to a great- 
er number of accidents than an anti- 
quated plant which is not provided with 
safety devices,” says L. S. Senior, of 
the New York Department. “In order to 
meet this situation and to provide for 
these exceptional cases of antiquated 
plants which for some reason or other 
show a favorable accident experience 
we have about decided to incorporate 
in connection with the merit rating 
plan, a provision whereby a credit will 
be allowed on the basis of individual 
experience on a sliding scale, depending 
upon the loss experience at the end of 
the year. The percentage scale upon 
which the credit would be allowed is 
suggested as follows: 

Perc’tage of 


dise’t from 

Loss ratio manual 
to earned premiums rate 
21 p. ec. to 25 p. c. inclusive....... 2 
16 p. ec. to 20 p. c. inclusive...... 4 
11 p. c. to 15 p. c, inclusive...... 6 
6 p. c. to 10 p. c. inclusive........ 8 
5 p. ec. and less, inclusive........ 10 


“This scheme of allowing a credit at 
the end of the policy term for favor- 
able accident experience may be com- 
bined with the physical inspection, or 
else may be used as an alternative, in 
which latter case of course, the credits 
should be increased up to say, 25 per 
cent. This method of departing from 
manual rates may, of course, be used 
not only as a system of credits but also 
as a system of debits, making corre- 
sponding charges to employers who 
show an unusually high accident experi- 
ence at the end of a policy year. A 
table of such debit corresponding to 
the previous table of credits may be 
constructed as follows: 

Perc’tage of, 
charge over | 
manual _" 


Loss ratio 
to earned premiums. 


76 p. c. to 80 p. c., inclusive...... 
81 p. c. to 85 p. c., 

86 p. c. to 90 p. ¢., inclusive...... 6 
91 p. c. to 95 p. ¢., inclusive...... 8 


inclusive... ; | 
| 
{ 
| 


Pe DB OR Gao kidevecavonciaes 10 
“The department is impressed with 
the fact that inspections made by indi. | 
vidual companies are not entirely sat- 
factory for the reason that the com- 
petitive element is so strong that it 
influences the inspector’s report and) 
the underwriter’s conclusion from such 
report. Furthermore, it means a dupli- 
cation of labor, since two or three com- 
panies under a competitive system 
would repeat each other’s work. Then, 
again, the inspections are not uniform 
not standardized; some are good, others 

are indifferent. 





COMPENSATION IN WASHINGTON. 

In discussing the operation of the 
Washington compensation law an under- 
writer says: ? 

“In spite of the low rates of com- 
pensation benefits in Washington and 
the fact that medical aid is not a part 
of the liablity under the act, that the 
burden to the employers of labor, to 
the workingmen directly and to the 
State and its taxpayers will steadily in- 
crease, and that sooner or later a great 
clamor from employes, employers and 
the public generally is likely to result. 
To one watching with interest the oper- 
ation of the Washington act the report 
shows an unsatisfactory situation and 
one apparently poorly understood but 
possibly vaguely felt by the Washington | 
officials.” 





BRITISH MOTOR INSURANCE. 





Companies Agree on Tentative Form of 
Standard Policy and Schedule 
of Rates. 





The following comment on automobile 
insurance conditions in England is made 
by “The Insurance Agent,” of London: 

“Almost unperceptably the number of 
motor conveyances on our roads has 
been increased. They are no longer 
merely the appendage of the leisured 
and the wealthy. The tradesmen use 
them; the hard-working doctors tell us 
they could not get through their rounds 
without them; sven the ladies, who 
were once satisfied with a pony-chaise, 
have acquired the habit of getting over 
the ground a little more quickly in a 
trim little motor-car. All this has nat- 
urally had its effect in insurance 
circles. At first there were a good many 
tentative schemes while the real nature 
of the risks was being ascertained. But 
the period of experimenting is now | 
nearly past, and much knowledge has | 
been gained. It is, therefore, not sur- 
prising to learn that a number of the| 
offices have agreed to issue a standard | 
policy, upon a minimum scale of rates. 
Some of the offices are holding aloof | 
from the scheme, on the ground that | 
the rates are too low. And it is quite | 
to be expected that many changes will | 
still have to be made. But there is little} 
doubt that the united effort will bring | 
about a state of affairs in which both 
public and insurance offices alike obtain 
fair conditions.” 





DOCTORS DO NOT LIKE LAW. 

Cincinnati physicians have begun a! 
propaganda against the Ohio Compen- 
sation Act, declaring that it is unfair 
alike to physicians and employes. Be- 
fore its enactment the employer called 
a physician, sent the injured man home 
and paid his wages and the physicians 
fee. Now, the doctors say the employer 
lets the injured man walk if he is able 
to take a street car and when the physi- 
cian presents a bill, they refuse to pay | 
it, telling him to go to the industrial 
commission. 





BREAKWATER LOSS. 
One of the heaviest surety losses in 
sometime is that of the Breakwater | 
Construction Co., Philadelphia, weed 





—= 


NEW REINSURANCE MANAGER. 

George A. Devoe has been appointed 
manager of the reinsurance department 
of the National Surety Company, suc. 
ceeding F. E. Kneeland, who has re. 
signed. 

J. E. Riley, formerly superintendent 
of the Eastern claim department of the 
National Surety Company, has been ap. 
pointed special representative for the 
agency department, and will assist 
Messrs. Drapief and Hawks in the di- 
rection of affairs in the field. 





AUTO RATES REVISED. 


Revised rates for use in the South 
and West, have been adopted by the 
Automobile Underwriters Conference, 
The new figures became applicable in 
the West on the 15th and take effect 
in the South on the 30th inst. 


The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manage 


Employers’ Liability Buiiding, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 








GEORGE J. KUEBLER 
Attorney - at - Law 
| EXPERT LEGAL COUNSEL ON 
INSURANCE MATTERS 
Briefs of the Law in any State 
on Matters of 


INSURANCE 
a Specialty 





-:-+ References on Application -:-:- 


Suite 720-29 So. LaSalle St. ,Chicago, I 


TELEPHONES: Randolph 6816 and 681 








92 Liberty Street, 


Liabilities, 
Capital 


and Theft Insurance; Plate Glass 
(Personal Injury and treoerty D 


The Fidelity and Casualty Company of New York 


Annual Statement, December 31, 1913 


Surplus over all Liabilities 
Losses paid to December 31, 1913 


THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: 


Fidelity Bonds; Surety Bonds; Accident, Health and Disability Insurance; Burglary 
Insurance; Liability ee Rag tok 


New York, N. Y. 


$11,063,356.70 
8,055, 163.65 
1,000,000.00 
2,008, 193.05 
44,841,703.50 


07, , Larceny, 
. ublic, Teams 
‘ersonal 





Collision), Physicians’, 
Steam-Boiler Conroy 


y-Wheel Insurance. 


ruggists’, Owners’ and Landlords’, Elevator, Workm 


Injury, Property Damage and 











Prudential ‘Casualty Su. 


HOME OFFICE 
INDIANAPOLIS 








Strictly a Casualty Company 











LINES WRITTEN 


AUTOMOBILE - LIABILITY - PROPERTY DAMAGE - COLLISION 

EMPLOYERS LIABILITY - - PUBLIC - - TEAMS - - - ELEVATOR 

WORKMEN'S COLLECTIVE - - - - WORKMEN’S COMPENSATION 

GENERAL LIABILITY - PHYSICIAN’S LIABILITY - COMMERCIAL 

AND INDUSTRIAL ACCIDENT AND HEALTH -- - - BURGLARY 
PLATE GLASS 
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Special Talks With Local Agents 





One of the 
most interesting 
careers in the 
surety field is 
that of F. J. 
Parry, superintendent of agents of the 
American Surety Company. Mr. Parry 
was educated at Robert’s College in 
Constantinople, Turkey. His first work 
after leaving school was on a farm, 
and he managed to find time to study 
shorthand and typewriting. About fif- 
teen years ago he went with the Amer- 
ican Surety Company as a stenographer. 
Next he was made a traveling auditor. 
At night he attended New York Uni- 
versity, taking a law course, later be- 
ing admitted to the bar. He was next 
made assistant to Vice-President R. R. 
Brown, then superintendent of agencies. 
Mr. Parry’s next promotion was to be 
assistant superintendent of. agents and 
finally he was made superintendent of 
agents. 


From Stenographer 
to Superintendent 
of Agencies 


Frequently, the Fi- 
A Sample delity and Casualty 
Dialogue in Company has been 
Closing Prospects asked by beginners 
in the business of 
soliciting health and accident insurance 
for suggestions as to the kind of argu- 
ment they can employ in attempting to 
sell a policy, to outline the kind of talk 
with which they should approach a pros- 
pect in the hope of interesting him in 
their proposition. Almost invariably 
the company has replied that prelim- 
inary coaching of this description, or 
the attempt to furnish ready-made argu- 
ments is of little or no use in actual 
practice. That the sale of a policy is 
dependent upon so many and such di- 
verse conditions and the personal equa- 
tion is so important that no stock argu- 
ment is of much avail; and that having 
familiarized himself with the strong 
points of the contract he has to offer, 
and having concluded that he is really 
conferring a benefit on the prospect by 
giving him the opportunity to buy it, 
the solicitor must rely upon his own 
ability to spontaneously present convinc- 
ing reasons and to successfully contro- 
vert such objections as may arise dur- 
ing the interview. However, a home 
office official during a conversation on 
this subject with a successful agent a 
few days ago found that he had covered 
in the form of an imaginary dialogue 
between an agent atid the prospective 
insured a number of points that were 
likely to develop in such a discussion, 
and the company has mailed to its 
agents this dialogue. 


There is no audible 
TheCall whistle calling the insur- 
of the ance salesman to and from 
Whistle his work, says the Massa- 


chusetts Accident Com- 
pany, but the whistle exists neverthe- 
less ,and unless the agent gives it rea- 
sonable heed he cannot win success. 
Continuing the Company says: 

It is surprising to see the number 
of new men who take up this work 
after having worked in stores and 
factories a certain number of 
hours each day. Many of them 
realize that it is necessary to put 
in an equal degree of effort into 
their selling if they are to achieve 
results, and as a result they 
“make good.” Others fail to see 
the work in its true light and fall 
far short of success. 

We have frequently quoted one 
of our field men, who said that he 
has made it a rule to put in ten 
hours a day for the Massachusetts, 
and his success has been in no 
small measure due to this fact. 

We cannot impress new men too 
strongly with the fact that while 
there is big opportunity in this line 
of business, the business is not “a 
snap” and that real and lasting suc- 
cess comes at the price of persever- 
ing effort. 


So 


Many insurance agents 


Overlook who have a splendid field 
Surety for writing surety bonds 
Prospects are not taking advan- 


tage of their opportuni- 
ties. It is also true that many lawyers 
in cities of 25,000 and 50,000 popula- 
lation could make more money in the 
surety business than they can by fol- 
lowing the legal profession, which is 
overcrowded. It is surprising, in fact, 
that more lawyers do not take up this 





W. E. SMALL 


A STRONG CASUALTY COMPANY 


ACCIDENT PLATE GLASS 
AUTOMOBILE 








line of work. 

Surety general agents often make a* 
mistake in thinking that the best place 
to plant their supplies is in the office 
of a fire insurance agent. Many 
fire insurance agents leave these sup- 
plies untouched from one month to an- 
other. 





MUTUAL REQUIREMENTS. 





Co-operative Companies Discussed by 
L. S. Senior, of the New York 
Insurance Department, 





L. S. Senior, who will have charge 
of the Workmen’s Compensation divi- 
sion of the Insurance Department, dis- 
cussed mutual insurance companies this 
week. He said in part: 

“In addition to reserves for unearned 
premiums, mutual companies will be 
required to carry loss reserves for com- 
pensation claims and for negligence 
claims and a special reserve against 
catastrophe hazard. The directors are 
required to provide measures for acci- 
dent prevention. If a member fails to 
comply with the provisions of law or 
with the rules of the corporation re- 
quiring suitable safety measures, his 
policy will be cancelled upon ten days’ 
notice. Mutual companies from other 
States may be admitted to transact busi- 
ness in this State after Jan. 1, 1917. 

“The theory upon which mutual com- 
panies are to establish and gain public 
favor is the idea that they will enable 
the employer to secure insurance at ac- 
tual cost. In order to achieve this 
object mutual companies are author- 
ized by law to return dividends to 
policyholders, after providing sufficient 
reserves for unearned premiums, losses 
and expenses. If the premiums charged 
are insufficient and the reserves 
prove to be imadequate, or if an 
extraordinary loss should occur in 
the nature of a catastrophe, the Com- 
pany is required to make an assessment 
upon its members. Assessments in 
practice are extremely undesirable, as 
they have a demoralizing effect upon 
the membership. 


“The premium rates for compensation | 


insurance will vary according to the ac- 
cident hazard of the industries insured 
and with the annual payroll as the basis 
for computation. The premium rates 
will be subject to approval by the Insur- 
ance Department as to adequacy.” 


END ASPHALT LITIGATION. 

Albany, N. Y., April 20—New York 
city’s claims against the Cameron-Hawn 
Company, which did the paving with 
asphalt blocks of South Pearl street, 
which pavement proved a failure, have 
been settled in full by the United States 
Fidelity and Guaranty Co. The board 
of estimate has authorized the settle- 
ment. The city gets $12,500, which in- 
cludes a judgment for $2,500. 

Ever since the pavement was laid 
several years ago there hag been litiga- 
tion over it. The original action was 
brought against the contractor, but 
when it was found that he was insolvent 
the city went after the bonding com- 
pany. The city has already spent about 
$14,000 for repairs to the thoroughfare. 


TO EXAMINE SURETY ASS'N. 

The Insurance Department of New 
York is about to examine the Surety 
Association of America. Recently it 
completed the examination of the 
Towner Rating Bureau. 











Georgia Casualty Company 


MACON, GEORGIA 


Writes the Following Forms of~Casualty Insurance 


BURGLARY 


Agents Wanted in} Undeveloped Territory 
Apply PETER EPES, Agency Manager, Home Office 


President 


Surplus and Reserves over $800,000 


HEALTH LIABILITY 
ELEVATOR TEAMS 








BOND WESTINGHOUSE EXECUTORS. 
The Pittsburgh office of the National 
Surety Company has secured the bonds 
in the sum of $1,000,000 each of Henry 
H. Westinghouse and Charles A. Terry, 
foreign executors of the will of George 
Westinghouse, the famous inventor. 





HAS 15,000 AGENTS. 

The American Surety Company has 
15,000 agents at the present time. The 
Company is considering re-establishing 
its monthly bulletin to agents, contain- 
ing news of new appointments and other 
items of interest to surety men. 





SMALLER POLICIES IN VOGUE. 

One of the reinsurance companies is 
authority for the statement that the 
accident companies are no longer try- 
ing to outdo each other in the writing 
of large policies. Risks of $100,000 and 
$50,000 are not being vigorously solicit- 


.ed. One reason for this is the heavy 


loss ratio. It is also difficult to adjust 
losses, as the assured is usually a man 
of influence in the community and the 
adjusters do not care to offend him. 





ENTERS CONNECTICUT. 

The Frankfort Marine Accident and 
Plate Glass Insurance Company has en- 
tered Connecticut and withdrawn from 
New Mexico. 


JEWELRY LOSSES, 





Two Years’ Safe and Store Burglaries, 
Sneak Thefts, Hold-Ups and 
Window Smashes. 





The Eastern Underwriter has ob- 
tained from a syndicate of jewelers the 
following list of robberies in the jewelry 
trade for 1913 and 1912: 


1913, 

44 safe burglaries, loss ....... $404,825 
231 store burglaries ............ 9,173 
269 window smashings ........ 69,950 
OTT GORE TTD fe os0ckcccecus €0,216 

ee CEN ch-neesnssvie bnkedd 30,437 

1912. 

1,251 safe burglaries .......... $150,000 
261 store burglaries ......... 135,°09 
203 window smashings ....... 50,000 
ff ee 70,000 
Oe ME Tote ackinn wae, 25,000 





NEW DEPARTMENT DOES WELL. 

The new surety department of the 
New Amsterdam is writing a good class 
of business. The department has been 
in operation for several months. 





BOND FIRE INSURANCE AGENTS. 

When casualty companies are started 
by fire insurance corporations one of 
the first series of bonds written is that 
covering the fire agents. These bonds 
run from $1,000 up. 





GENERAL ACCIDENT 
FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
Premiums Written in 1913 - $3,997,131.58 
| The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 


CCIDENT—HEALTH—LIABILITY 


Automobile—Elevator—Teams—Burglary—Workmen’s 
Indemnity—Etc., Etc. ss = 


G. NORIE-MILLER, United States Manager 








Home Office, 


PLATE GLASS 


AND HEAL 


DANIEL D. WHITNEY, Vice-Pres. 


THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
47 CEDAR STREET 
Chartered 1874 


PERSONAL ACCIDENT 
TH 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
8. WM. BURTON, Sec. 
RELIABLE AND ENERGETIC AGENTS WANTED 


POLICIES 


ALONZO G. BROOKS, Ass’t Sec. 








HEAD OFFICE 
CHICAGO 


F. W. LAWSON 
General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 





THE SIGN OF GOOD CASUALTY INSURANCE 





Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 


F. J. WALTERS 
Resident Manager 
55S JOHN STREET 
New York 





Elmer A. Lord & Co, 
145 Milk St., Boston 
Resident Managers 
New England 








THE EASTERN UNDERWRITER 


April 23, 1914. 








GOOD SERVICE 


|| is the foundation upon which to erect a successtul business. 
Brief, liberal, clearly expressed policies, with guaranteed 


| low cost, are serviceable alike to policy holders and agents. 


Specimens of Life, Accident or Health policies cheer- 
fully furnished. 


For Agencies Address 
| The Columbian National Life Insurance Company 
BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 


———— 





THE PROGRESS 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Is Steady Sure Solid 


GOOD TERRITORY FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 





The NATIONAL of Detroit 


Pioneer of Accident and 
Health Insurance. 


UP-TO-DATE POLICIES. 


Salaried positions for high-class men of experience. 








NEW ENGLAND 
CASUALTY CO. 


Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 
Liability and Automobile Property Damage 
Excellent territory open to reliable representatives 


HOME OFFICE 
4 Liberty Square, Boston, Mass. 





es a. Fat ING 0.J. HIGGINS PATRICK NOUD M. W. WELSH 
President Vice-Pres. 2nd Vice-Pres. Sec. & Treas. 


THE COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 
DETROIT, MICH. 
Authorized Capital 
Cash Capital paid in - 

Surplus te Policyholders - 1, 174,537.73 
EDWARD BLIVEN, Managing Underwriters 
RELIABLE AGENTS WANTED 
New York, New Jersey, Pennsylvania, Michigan, Ohio, Illinois, 
Indiana, Wisconsin, lowa, Wisconsin 


H. H. RIMINGTON, Special Agent, Room 303, 119 So. 4th Street ° Philadelphia, Pa. 


$1,000, 000.00 
902,650.00 








NATIONAL FIRE INSURANCE CO. 


HARTFORD, CONN, 


oxarenane JANUARY Ist, 1913 
LIABILITIES 





Capital Stock 
Reserve for Re-Insurance 
Reserve for Outstanding Losses 
Special Reserve for Contingent Liabilities 
All Other Liabilities 
Net Surplus 
$14,982.672.91 


JAMES NICHOLS, President @. H. TRYON, Secretary 


H. A. SMITH, Vice-President 


Assistant Secretaries 
F. D. LAYTON Ss. T. MAXWELL Cc. 8. LANGDON 


SURPLUS TO POLICYHOLDERS $5,897,204.74 











GREAT OPPORTUNITIES 


For active insurance salesmen in Ohio, 
Michigan, West Virginia and Kentucky. 
NEW FEATURES IN OUR POLICIES MAKE THEM SELL. 


Write for information, mentioning this paper. 


THE CLEVELAND LIFE INSURANCE COMPANY 


WILLIAM H. HUNT, President 
CLEVELAND, OHIO 
HEALTH 


LIFE ,\CCIDENT 




















| Pan-American Life Insurance Company 


New Orleans, Louisiana 














C. H. ELLIS, President 





Total Insurance in force December 31st, 1913 
Total Resources December 31st, 1913 


$13,280,105 
2,230,532 





We have a few attractive openings for the right men, offering opportunity 
for the development of lucrative agencies and future advancement with 
our Company. For full particulars, Address: 


E. G. SIMMONS, Vice-President and Agency Manager 
Whitney Central Building 
New Orleans, Louisiana 


| Security Mutual Life Insurance Co. 
BINGHAMTON, N. Y. 
FREDRIC W. JENKINS. President 

See what we have to offer. 

Men of ability are surely 

Looking to us for contracts. 

Intelligent effort well directed 





Carries you to the front. 
A §j For particulars, address C. H. JACKSON, Supt. of Agencies 








Excellent Opportunities For Good Men 


HIGH COMMISSIONS 
LOW RATES 
SALABLE POLICIES 


—E ST 


SCRANTON LIFE INSURANCE COMPANY 


HOMER V. TOULON, Manager 














1098 Drexel Building 











PHILADELPHIA, PA. : 














